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Under moderate pressuré as the step begins. 
ARCHSMITH Support yields moderately. 








Under full body weight, AR@CHSMITH Sup- 
port yields fully . . . with naturel, comfortable 


resilience. 








When the foot begins its upswing, the 
ARCHSMITH Live Spring rises with it... in 
smooth harmony. 
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When body pressure is released, the live 
ARCHSMITH Spring Action expands fully 
and with frictionless security. 
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@ You shoe men who follow or partici- 
pate in sports know that timing is the 
all-important factor. 

TIMING is equally important in shoe 
performance. ARCHSMITH Synchro- 
Flex Shoes, built on an entirely new 
and exclusive principle of shoe con- 
struction, coordinate perfectly with 
every movement of feet in action. 
Timing is perfect. Shoes and feet work 
together in absolute unity. 

And not only are ARCHSMITH 


Synchro-Flex Shoes correctly timed 
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IS ALL IMPORTANT 


for foot health and comfort, but for 
style as well. Built on the most modish 
and up-to-date lasts, they are in tune 
with today’s demand... the type of 
shoes modern people want. 
ARCHSMITH Synchro-Flex Shoes 
take and give. They take men and 
women into new realms of foot free- 
dom, where style abounds. They give 
you an opportunity to build perma- 
nently and securely on a foundation of 
customer confidence and good-will . . . 


For complete details just write to the 


J. P. SMITH SHOE CO., Sangamon and Huron Sts., CHICAGO 


Instock...No. 1802 


Genuine White Buck 


Yorkshire Last 


ARCHSMITH 
[Largan om Cox 
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VOICE of the TRADE 


THE famed Canadian Governor- 
General Lord Tweedsmuir not long 
ago said: “The stupidity of the 
clever is beyond calculation. They 
are far too clever. They over-in- 
tellectualize. They are too logical. 


IF 
— 
DARN 

SMART- 

WHY AINT 

You 
RICH 2 





They work wholly by intellect and 
are lacking in instinct. Never, 
however, should we distrust the in- 
stinct and judgment of the ordi- 
nary man. He is not intellectual, 
he is not too logical, but he has a 
curiously sound instinct, just be- 
cause he is so close to real life, 
about what things are going to 


happen.” 


* *% # 


ALBERT OLCOVITCH. general 
store manager for the fifteen Stoner 
Shoe Stores in and around Los 
Angeles, says: 

“When a single store or a group 
of stores decide to step up their 
grades somewhat, it is necessary 
that the physical appearance of the 
stores be made thoroughly modern. 
Lately we have completely. made 
over our stores in Glendale, Holly- 
wood, Long Beach and Santa 


Monica. We did not close some 


of these stores up for a month, 
install new fronts, buy new car- 
pets, new chromium chairs, just 
to be good Samaritans in putting 
some money in circulation. We 
did it so that we might sell better 
merchandise and give the people 
better convenience in better sur- 
roundings. Now that the warm 
Spring days are here, our new 
Spring shoes have an added attrac- 
tion in their smart housing to the 
public. The increased trade cer- 
tainly reflects the wisdom of spend- 
ing money in improvements.” 


+ % % 


a 50% 





¢¢ & DMISSION five cents for each 
foot size.” So the Scandinavian 
corps of the Salvation Army 
charged for a meeting in Lynn, 
Mass. The lady wearing No. 4 
shoes paid 20c. The gentleman 
wearing No. 10 shoes, paid 50c. 
Miss Judith Stromdahl told of shoes 
as she had seen them in the several 
countries in which she has carried 
on Salvation Army work. There 
was other entertainment. 


Page |7 


W. R. PARROTT, manager of 
the Shoe Fashion Guild of Amer- 
ica, Inc., says: 

“The Fall style showing of the 
Shoe Fashion Guild at the Wal- 
dorf-Astoria on May 18, 19, 20, is 





a showing of shoes in showrooms, 
without runways, banquets or side 
shows. It is a_ straightforward 
presentation of the best of the 
high-grade market. It is a 
centrated grouping of merchandise 
by manufacturers who wish to dis- 
play and sell their wares to the 
logical buyers of their products. 
It is to be three days set aside by 
the manufacturers of this group to 
contact their customers. 

“In courtesy to our merchant 
guests, all others will not be 
granted access to the showing. Of 
course, this latter group will in- 
clude stylists, designers, last peo- 
ple, fabric houses, tanners and the 
other people whose attendance 
would not only crowd the space, 
but certainly detract from the sale 
and display of the merchandise 
and interrupt the contact between 


con- 








seller and logical buyer of the 
merchandise on display. 

“We desire to make our show- 
ing a clean-cut business promotion 
of a quality market group.” 


* * * 


S6WVOMEN are getting more sen- 
sible in regard to their shoes,” 
declares J. B. Engle, whose shoe 
store is in Pasadena, California. 
“These good dressy, low-heel shoes 
are offering shoe men a great 
chance for building up their busi- 
ness. Previously, this type of shoe 
was only considered by the more 
matured women — with a few 
school teachers and nurses buying 
them. Now, our buying public 
base has greatly increased for shoes 
of this sort, so our business should 
show a corresponding gain. It will, 
too, if we merchants pay the 
proper attention to the style angle. 
I know in our store we have step- 
ped up our styles a great deal, with 
some gratifying results.” 


* * * 


FRANK B. ZURICK of the Fon- 
tius Shoe Company, Denver, says: 

“Retailers should unite in urging 
manufacturers to take off the extra 
charge for sizes larger than size 
nine in women’s shoes. We retail- 
ers cannot afford to absorb that 
dollar extra charge, and when we 
attempt to pass it on to the cus- 
tomer we add one more difficulty 
to the already hard-enough task 
of shoe selling. 

“Tt may have been all right 
when size 914 was an extremely ex- 
ceptional size. But now that size 








has become really common. The 
customer no longer considers her- 
self a freak; she just walks in and 
expects to be fitted the same as 
anyone else. When we ask her a 
dollar extra for her size, that ac- 
tion tells her we think she is some- 
thing extremely abnormal—and it 
doesn’t set well with her at all. 
“Some years ago most factories 
charged extra for sizes over eights, 
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—Says Manufacturer A:—'l'm 
going to spend my advertising 
dollars direct to the Consumer. 
If the Consumer knows about my 
product, She will ask her Dealer 
for it and the Dealer will be 
obliged to stock it. For the Con- 
sumer is King." 

—Says Manufacturer B:—"My ad- 
vertising dollars will be directed 
toward the Dealer first, 
through him to the Consumer. 
The Dealer is the purchasing 
agent for his community and if 
he is sold on a product, he in turn 
sells it to his Public. My Con- 
sumer dollars wil be spent 
through the Dealer. For the Deal- 
er is King." 

—Which is right? 


se 


President. 





then when 84% and 9 became com- 
mon sizes they raised the limit to 
size nine. The time has now come 
when that limit should be raised 
to size 11, or better yet, removed 
altogether. If it is right to charge 
extra for large sizes, let’s charge 
less for small sizes. 

“Foolish idea? Of course it is. 
We think it much better for every- 
one if the manufacturers figure 
their prices straight through on the 
average run of sizes—one price 
for all. Then when we price a 
shoe at $8.50 in the window it 
means $8.50 for everyone, not $8.50 
for some and $9.50 for others.” 

* * * 
FRANK BUSH of Wetherby Kay- 
ser, Los Angeles, says: 

“For one thing, we do not play 
any “follow the leader” buying 
hunches, for they usually turn out 
sour. Only this year they tried to 
scare me by building up a big call 
for greys. Sure, we had greys 
covered in the manner in which 
we thought they would sell—but 
only in limited quantities. The past 
week’s selling has shown a defi- 
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nite dropping off of the greys with 


a corresponding increase of blues. 
Give me plenty of blues and whites 
and I will do business this Sum- 
mer. For one thing, I cannot see 
fabrics out here in Los Angeles. 
There is not much give to this 
material, like there is to leather. 
Nothing feels so good or looks 
so well on the foot during the 
warm weather as a good fitting kid, 
buck or ooze shoe.” 

* * * 
eJ OHN D. HUGHES of Denholm 
& McKay Company, Worcester, 
Mass., says: 

“No markdowns are as unneces- 
sary or as costly as those that 
stores are sometimes obliged to take 
on new, wholly desirable merchan- 
dise because some competitor in a 
moment of ‘smartness’ breaks the 
price of an article that might be 
sold in quantity and over a pe- 
riod of time at a profit for all. 
If merchants would voluntarily de- 
clare a truce on this type of un- 
sound merchandising this part of 
the markdown loss would be quick- 
ly eliminated.” 

* * * 
BRENOVATING athletic footwear. 
“Tom” Lynch, of the Ivory System, 
Peabody, Mass., has arranged a dis- 
play of renovated athletic footwear 
and related equipment in the win- 
dows of the Peabody Chamber of 
Commerce, which organization is 
using show windows to educate Pea- 
bodyites to greater knowledge of 
home town industries. 








This business of renovating 
athletic footwear has grown up dur- 
ing recent years—its scope expand- 
ing as out-of-door activities spread 
far and wide, engaging the atten- 
tion of increasing numbers. 

The athletic shoes are gathered 
from colleges, athletic and country 
clubs and like organizations in New 
England and westward to Texas. 
After the shoes arrive at the fac- 
tories, they are washed clean, and 
then they are turned over to shoe- 
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makers who mend ripped seams, 
renew linings, sew on new soles, 
fasten on new cleats and so on, and 
then refinish the shoes. If the shoes 
are the sort that are worn out-of- 
doors in all sorts of weather, they 
are also waterproofed. 

It take a factory equipment, com- 
bining machines of the factory and 
of the repair shops, to carry on this 
business of renovating athletic 
shoes, and also a laundry. 


MISS BESSIE M. GROUT, buyer 
of hosiery in the Gude Shoe Store, 
says: 

“Hosiery for Spring is as new 
and different as shoes. Two shades 
are outstanding — the Star Sap- 
phire in gray-blue to match the 
gray-blue costume; and the Cop- 


pery-Orange for the browns and 


rusts. These two shades are in- 
novations in that they are defi- 
nitely new in tone color and can 
be worn only with particular 
colors. 

“Hosiery again becomes sheerer 
and clearer, with women preferring 
the two-thread to the three-thread 
and willing to spend the difference 
for the more luxurious hose. 

“Probably influenced by the suit 
vogue and the swank sport shoes 
that complete the picture, meshes 
are again important, and are now 
selling bigger than ever before. 
Many of the mesh hose are in pat- 
terns and add a novel note to the 
suit ensemble. Meshes are shown 
also in the two shades most out- 
standing this season—Star Sap- 
phire and Coppery Orange. 

“Along with meshes, there is a 
growing demand for the crepe hose. 
Crepes have dropped down in the 
fashion picture for several seasons, 
but have again come to the front. 

“For dress, there is nothing as 
smart, if black is being worn, as 
the black sheer hose with the con- 
trasting heel. This hose is being 
extensively used for both after- 
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noon and evening with the black 
ensemble. 

“For the beach picture, socks 
are again good. They are being 
shown in colors as well as white. 
Many imported socks feature the 
soft angoras, and the soft colors.” 


* * *% 


EDDIE CANTOR’S philosophy of 
salesmanship is as applicable to 
shoes as it is to anything else. He 
says: 

“There are always TWO Eddie 
Cantors on the air. There’s Eddie 
I, a funny guy; and Edward II, 


*GRAYAM 
HUNTER, 








a salesman. My job, like any other 
salesman’s, is to sell my _ boss’s 
product. As for my salary—well, 
why bring that up? When the 
orders stop rolling in, out rolls 
the salesman (no matter how beau- 
tifully he can roll his eyes!). 
“That’s the long and short of 
it. We all know the salesman who 
makes a hit with customers by 
giving them the glad hand, and 
telling jokes about the farmer’s 
daughter. But when the laugh dies 
down, has he got an ORDER in 
his hand? That’s what makes ME 


laugh!” 























“It says:—'Bill, how about getting me a pair of rubbers, this noon, to fit these?’ " 





Alligator in Men’s Shoes 


A NOTE on the Proper Place of 





TO 


SADDLES” 
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A window featured currently at 
Bullock's, Los Angeles, California—drama- 


tizing the appeal of a'ligatcr as a trim for reversed calf and buck shoes. 


FOLLOWING the spectacular Santa Anita meet, Los 
Angeles has gone back to saddles. This time it’s white 
buck and reversed calf with alligator and grained trim. 
Bullock’s in Los Angeles featured the window above 
in their splendid promotion of this type of shoe. Just 
one shoe was shown—a reversed calf with alligator 
saddle and leather sole. This pattern was shown in 
gray, brown and blue reversed calf—trimmed with 
harmonizing saddles. It met with immediate public 
acceptance and crowds of interested men gathered in 
front of the window. At this stage of the promotion. 
it is fair to assume that this style will have a long and 
successful season—so much so, that for the time being 
no newspaper advertising is being used. Bullock’s rely, 
and rightly so, on the window to sell this shoe as fast 
as it can be stocked. 

In a month there will be plenty of shoes on the 
shelves and then this shoe will be featured in adver- 
tising in Los Angeles dailies. 

The saddle sport shoe has long been a favorite with 
men, particularly the younger fellows. Its return will 
be welcomed by them to a point where they will buy 
one or two pairs in buck “and” shoes. 

Particularly good in this type of shoe is the white 
buck with blue alligator saddle and matching crepe 
sole. However, it is also good in gray and brown 
reversed calf, with contrasting or complementary alli- 
gator saddles. 


CALIFORNIA Reports 


By using a leather sole on this type of shoe, Bullock's 
a:e bringing many pairs onto the streets as well as al 
the country club. They are an ideal fashion for the 
bolder type of striped and checked trousers that are 
being worn in combination with plain coats for both 
sport and street wear. 

In this connection, it may be well to straighten out 
this question of alligator in men’s shoes. The situ- 
ation has reached a point where it is likely to become 
a boomerang. Alligator in men’s shoes must be gradu- 
ally and intelligently promoted. The nature of the 
leather immediately limits it to better priced shoes. 
We are advised that it is important that the shoes be 
cut from alligator skins measuring thirteen inches or 
larger. There is a sufficient quantity of skins of this 
size and grade on hand to supply a reasonable vogue 
for this type of leather. Tanners would prefer to sell 
this type of leather for men’s shoes and experienced 
cutters claim that it is eminently more satisfactory 
than the smaller type of skins. It is an ideal leather 
for trim, particularly on saddles. On wing tips and 
foxings it is also effective when used with either white 
buck or brown, blue or gray reversed calf. 

We feel that there is a very definite, accepted place 
and a profit possibility in alligator, crocodile or what 
vou will—if it is properly and intelligently promoted 
by retailers. In a word, take it easy; do not go whole 
hog but experiment with it as you go along. 

In the window above, Bullock’s featured a blow-up 

[TURN TO PAGE 38, PLEASE] 


Great Interest in Sport Shoes Featuring Alligator and Grained Saddles. 

















ARE you planning to modernize your store this year? 
A lot of shoe merchants are, and if you happen to be 
one of them, possibly you’re in a bit of a quandary 
as to just what sort of store you should have. Should 
it be ultra modern, for example? Or will it prove bet- 
ter business in the long run to stick to the more con- 
servative sort of design, the sort of thing that we’ve 
been accustomed to seeing in shoe stores, dressed up 
with new decorations, furnishings and up-to-date 
equipment, such as improved lighting, more attractive 
display cases and what not? 

The answer depends largely on the sort of store you 
operate, the kind of shoes you sell, the class of cus- 
tomers you serve and a multitude of similar consider- 
ations. This week we show you two very interesting 
store interiors, one a women’s shoe department in Bur- 
dine’s Miami Beach shop, the other Hassel’s new men’s 
shoe store in Chicago. Both are striking examples of 
shoe store planning and design, both are up-to-date 
in the nth degree, yet they represent two radically dif- 
ferent conceptions of shoe store treatment. 

The Hassel store was designed by Grand Rapids 
Store Equipment Company, which firm likewise sup- 
plied much of the equipment. The illumination of the 
interior and the display windows was planned and 
installed by Curtis Lighting, Chicago. As the photo- 
graph shows, this store has the warmth and comfort 
that men like to find in a shoe store, without attempt- 
ing the “clubby” sort of interior affected by a good 
many men’s stores. It is practical, well planned and 
equipped with everything needed to facilitate selling 
or add to the comfort of the customer. 
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At the right, on opposite page, floor diagram 
of shoe departments in Burdine's Miami 


Beach store. An effective modern design. 


The problem of providing a women’s shop at Miami 
Beach naturally called for a different approach and 
Burdine’s went the full distance in supplying it. This 
smart store, designed by Miss Eleanor Lemaire, is 
unique in that it presents an unbroken vision of the 
entire space from any one of the three entrances. 

There are no straight lines or aisles; the groupings 
are placed here, there or just anywhere. Across one 
end and along the side is a mezzanine, so built that 
the stock is quite visible from the main floor. Here 
one finds notions, art goods, books, luggage and the 
beauty salon. 

The color scheme throughout is that “different” plan 
so much sought after by decorators. Here we find 
maize, lettuce green, blue, white and lemon skilfully 
blended one into the other in most artistic manner. 
A distinct color note is introduced by the band of 
brilliant coral which runs around the room, well up 
toward the ceiling, and which is found repeated in 
panels here and there in unexpected places, and in 
some of the leather cushions. 

Indirect lighting has been used throughout the en- 
tire building. Metal troughs along the ceiling hold 
rows of lights and quite successfully simulate a sun- 
light effect. Around the mezzanine is a row of bril- 


liant lights hidden behind another metal screen. 
[TURN TO PAGE 38, PLEASE] 
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The shoe department at Burdine's Miami “Good Shoes Deserve Good Stores” 
Beach shop (illustrated at the left) is a room 
within a room, the inner room being created 
by a semi-circular partition. The big round 
rug is of mahogany shade, the walls of light 
green, the furniture of chromium upholstered 
in lemon yellow. Color effect is striking. 


Today’s Trend in Shoe Store Design Leaves 


Wide Latitude for Individual 


<"ROUND . 
Preference — Type of Store and 
AN D 
Kind of Clientele It Serves Should 
"ROUND’”’ 
Determine the Selection 


STOCKROOM 
DOORWAY 





or 
°-oOn 


The SQUARE”? 


Below, view of the spacious interior ot 
Hassel's new men's shoe store, recently 
opened in Chicago "Loop." Note the com- 
fortable furnishings, effective illumination and 
ample provision for merchandise display. 



























































A FEW more weeks and everybody will be out-of- 
doors again. With the sunny side of the year, comes 
the special, Summertime kind of merchandising. 
Women want lots and lots of clothes—fresh, crisp, 
colorful and often less expensive. The women who may 
pay $150 for a beautifully made silk dress, will wear 
a little $2.95 cotton to relax in. And the same woman 
who pays $18.50 for her street shoes will like the idea 
of having a raft of gay sandals or sneakers to wear 
knocking about. 

The makers of rubber footwear have seen the new 


opportunities offered by what someone has called “the 
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silly season.” They are finding that there is a market 
for their wares, a good cut above the lower income 
class. They have styled their shoes to meet the demands 
of the more critical customer. Every season this type 


of shoe “trades up” a step higher . . . out of the 
basement and into the better shoe shops. Without los- 
ing its great volume market, it is constantly adding 
new customers in the upper brackets. 

On the part of the retailer, there was at first con- 
siderable resistance to this influx of smart shoes that 
sell for a song. But the more progressive stores are 
realizing that there is no use bucking what women 
want. If Mrs. Plush Horse Astor wants half a dozen 
pairs of $1.49 sandals, then they might as well get the 
business as anybody else. 
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Moreover, they are beginning to see that this busi- 
ness is “extra” business that does not seriously inter- 
fere with Mrs. P. H. Astor’s selection of fine shoes for 
fine wear. The play spirit in today’s living is the cause 
of this new “plus” demand, and so why not play along 
with the trend? 


Color is News in Rubber Footwear 


This year, with a colorful season in prospect, rub- 
ber footwear has gone in for color in a big way. The 
investment is so small, that almost any woman could 
choose several pairs of shoes with different color ac- 
cents and wear them with different colors in cotton 
dresses, slacks and shorts. 

Down in Florida this Winter, a rushing business was 
done by several store in the gayest color combinations. 
And the sales of several pairs in various colors to the 

[TURN TO PAGE 65, PLEASE] 
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Cammeyer Shoe Shop, Miami Beach, 
shows an interesting group of white 
shoes and colored sandals in these 


attractive windows. 


Miami Windows Shoe window by Bur 


the sunshine sandal, suc 


Forecast that enterprising store 


Nation-Wide 


Popularity of 


All-Whites and 


- : Shoes, handbag and 
Combinations 
% hosiery, effectively 


grouped in a popular 
priced shoe display at 


The men's side of the white shoe Burdine's, in Miami. 


story is convincingly told in this 
attractive window at Cowen’'s, 


Miami. Observe number of whites. 


LOOK at the window display photographs 
on this page and you will get a fairly ac- 
curate impression of what a lot of shoe 
windows in your section of the country 
will look like before many weeks have 
passed. All of the pictures were taken in 
Miami or Miami Beach and they show 
shoes covering various price ranges, all the 
way from $1.79 and $1.98 up through 
the $6.50 and $8.50 grades to shoes re- 
tailing as high as $12.50, $12.75 and 
more. Without exception they tell a story 
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WHITE SHOES 


THE 
SOUTHERN SCENE 


dine's, Miami, featuring 
cessfully promoted by 


this season. 


Shoes and millinery combined 
in an interesting display by 
Tafsun's, Miami Beach. All- 
whites, combinations and col- 


ored sandals are featured. 


of the popularity of white footwear in the South at 
the present time and forecast another big white shoe 
Summer the country over. 

Already white shoes are beginning to make their 
appearance in quite a number of shoe store windows 
in New York, mostly chain stores, which, for some 
reason not entirely clear, seem to follow a certain 
routine every year in bringing this class of footwear 
to the attention of the public. About mid-March these 
stores, most of them specialists in popular-priced 
shoes, place a few whites in a back corner of the win- 
dow and gradually, week by week, as the season ad- 
vances, bring them forward to a more commanding 
position. By June whites dominate the windows, for 
by then the selling season is in full swing. 


DOMINATE 


With these stores, it is a pretty definite rule of win- 
dow display policy to show some styles of everything 
the store has in stock, putting the emphasis on what 
happens to be in greatest demand at the moment. This 
may be good policy for a one-price store, where the 
idea is to show the public the great range of styles 
carried in stock. For the average individual store, 
however, we believe it is better promotion to hold 
your fire until the white selling season is at hand and 
then launch an impressive window campaign to make 
the public white shoe conscious. 

This procedure, we believe, is likely to be more 
effective than trying to “sneak up” on the trade by 
showing first a few whites, then more and more as 
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§% PRING can be a terrible thing. It can destroy with 
high winds and dust or melting ice and water; and 
spread desolation over large sections of the country. 
In a way, Spring has always been over-estimated as a 
pleasant time of the year. Spring has such a diversity 
of openings—sometimes kindly with sunshine and 
robins, tulips and forsythia. Other times with devasta- 
tion, ruin and sudden death. 

In the flooded regions, many shoe stores have suf- 
fered complete loss in goods carried on the street floor 
and in the basement and that calamity is much worse 
because in the majority of cases there was no insur- 
ance coverage for floods as such. Merchants usually 
protect themselves against water damage when accom- 
panied by fire, but for an act of Nature, such as a 
flood, the additional premium usually retards _pre- 
cautionary insurance. 

To show how the burden of loss will fall upon in- 
dividual businesses in these communities, there has 
been less than $50,000 in premiums paid for flood in- 
surance in the year 1935. When you realize that the 
premium rate is high—approximately $20.00 for 
$1,000 worth of protection, you get a picture of the 
terrible losses in the flood areas. The majority of in- 
surance policies have definite exclusions on such things 
as cyclones, tornado, earthquake, explosions, floods, 
riot and civil commotion. Undoubtedly it will be true 
that after the catastrophe, there will be a stimulation of 
insurance selling, but that’s too late for any solace 
against this unpredictable catastrophe. What a bless- 
ing it would be to have “General Insurance” covering 
all hazards, whatever or wherever? 

In these flood devastated centers the visitation of 
high water is a greater calamity than anything else 
that might happen to business. The shoes, in a large 
measure, are irreparably ruined unless they are im- 
mediately treed, dried and refinished. Even that can’t 
bring the footwear back to its original worth. The 
disaster is even more calamitous, for it comes at a 
time when stocks of Spring goods are high and Easter 
but three weeks away. Some of the best retail sales 
territory in the country is affected, for in that region 
from Pittsburgh north, there has always been a definite 
sales peak in shoes at Easter. 

In going over the records of former floods, the co- 
operative attitude of manufacturers and wholesalers 
has been something to comment about for the merchant 
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in distress has been aided to re-establish himself in 
business. Many will be totally wiped out in this last 
cruel blow of Nature. 

Rehabilitation of bridges, streets, buildings and 
stores will be rapid because there is a surplus of labor. 
Government funds will be needed and the Federal 
Housing Act may be a God-send to many a store that 
needs to be reconstructed complete. When it comes to 
immediate stocks, modern in-stock services make it 
possible to set up the businesses as growing institutions 
in a very short space of time. 

The fundamental difficulty, however, will be proper 
financing of these businesses following such a tragedy. 
At the moment business is practically suspended and 
thousands of customers are absolutely destitute and 
until work resumes, Red Cross and local, state and 
government relief will be needed. But in America we 
have an amazing capacity for recuperation and in a 
very few weeks things will be back again in pretty good 
shape for normal, natural business to resume its course. 
Reemployment of tens of thousands of people will be 
a secondary phase of this flood period and the stimu- 
lation of building and construction will be great. 

It is a strange, but amazing thing, but after some 
of the great calamities that have hit our country, pros- 
perity has resulted from devastation and ruin. We 
had a restimulation of industry following the San 
Francisco fire and after the tornadoes and floods, his- 
tory has shown vigorous rehabilitation of homes and 
buildings, 

For the time being, all possible assistance is being 
rendered to people in these areas, for it is mighty im- 
portant that health be safe-guarded, sickness avoided 
and exposure minimized. 

Even before the waters started to recede, shoe sales- 
men and shoe wholesalers were on location with offers 
to aid and help. In some instances, cases of rubber 
boots and high shoes were being delivered while the 
flood was at its peak, for the emergency use of the 
community. To illustrate how unprepared the public 
is in such unpredictable situations, many of the refugees 
were attired in open shank sandals and light shoes, 
[TURN TO PAGE 69, PLEASE ] 
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tra Wear 


BEGINS 
WITH THE 





| “en want the shoe that wears the long- 
est, because they know that is the shoe 
that is going to be most economical. _ 


And a shoe is as long-wearing as its sole. 


So, the way to give your customers the econ- 
omy of long-wearing shoes, is to sell shoes 


with Goodyear Wingfoot Soles. 





They’re easy-walking, sure-footed, waterproof 
—and no sole ever built will beat them for 

wear. They'll please the customer — and WI N G f 0) 0 T 
theyll make money for you. S OLE S HEELS 


THE GREATEST NAME _@e IN RUBBER 





America’s Fastest- Selling Sole 
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4 THIS should be a big 
shopping day. Did you 
freshen up your window dis- 
plays to make them more inter- 
esting? Make sure that hosiery 
is mentioned to every shoe 
customer today and you'll sell 
@ good many extra pairs, Have 
plenty of help. 


a TODAY'S check of stock 
should be made with two 
ideas in mind. First to de- 
termine which slow sellers must 
be pushed vigorously the next 
three days; and second to see 
just what condition your stocks 
are going to be in for the 
after-Easter business. 
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THE RETAIL 


Good Shoes Deserve Good Sales Promotion 


1 FOR today you might 

place a card in your 
window saying, "April Fools’ 
Day—But We're NOT Fooling 
When We Tell You These Are 
the Smartest Footwear Styles 
and The Best Values You'll Find 
Anywhere!" This is the day to 
check your stocks. 


9 PERHAPS the results of 
yesterday's stock check 
indicated that it will be ad- 
visable to change some of 
your window displays today to 
give more emphasis to num- 
bers you are particularly anx- 
ious to sell. Can you use one 
or two extra hosiery tables this 


week-end? 


13 EASTER is over and 

National Foot Health 
Week starts today. Are you 
prepared for it—not only with 
the merchandise, but with sell- 
ing plans? Change all windows 
today. Run a Foot Health 


Week ad in the papers. 


HAVE a_ good, prom- 
inent window display of 
silk hosiery for the week-end. 
This is the season when your 
hosiery sales should be BIG. 
Are your plans for National 
Foot Health Week perfected? 
Only 10 days more. 


THE last week before 

Easter. The windows for 
this week should be style win- 
dows, but they should also be 
SELLING’ windows, with a 
price ticket on every pair of 
shoes, and with several interest- 
ing, forceful “talking” display 
cards as well. 


1 YOU'LL need another 
good, big ad in tonight's 
paper to get attention, and the 
theme of course will be ‘Last 
Day To Select Your Easter 
Footwear.” You'll include 
hosiery too. Use big cuts, big 
prices, and plenty of white 
space. Don't be too wordy. 


1 4 DURING the pre-Easter 

season you must have 
accumulated quite a number 
of new names for your mailing 
list. And your mailings have 
undoubtedly turned up some 
wrong addresses, etc. This 
would be a good time to go 
over the list and bring it up 
to date, 


3 YOU should have a big, 

powerful ad in tonight's 
paper, featuring Easter foot- 
wear and hosiery. There should 
be no need for any cut prices 
or "leaders." This is the time 
to place the emphasis on style 
and get full price for every 
pair you sell. 


7 WHY not get an ad 

ready for Wednesday's 
papers built around the idea 
"Four More Shopping Days 
Before Easter?" Or three more 
if you use the evening papers. 
Make it a strong presentation 
of your smartest shoes. 


11 WITH good weather 

this should be a banner 
day, and your one big job of 
the day is to be out on the 
selling floor constantly, mak- 
ing sure that no sales are 
being lost. Pull out all window 
cards that refer to Easter to- 
night before leaving the store. 
Have Your Foot Health Week 
Trim all ready to put in Mon- 


day. 


1 5 CHECK your stocks to- 

day. Undoubtedly you 
will want to reduce your stock 
investment somewhat for the 
balance of the Spring and early 
Summer, over the pre-Easter 
figure. Determine how much, 
and then use the weekly stock 
checks to work it down. Keep 
up the selling pressure on Foot 


Health Week. 
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CALENDAR FOR 
APRIL 
A Working Schedule for Busy Merehants 


16 HOW is your stock of 
anklets, and golf hose? 
You're going to be into the 
season before you know it. It 
is none too soon to be settling 
the question of vacations. Not 
only your employees, but your 
own. Why not do this now so 
everyone can make plans? 


2 HAVE the children's 

footwear lines had a 
good window display recently? 
If not, this would be a splendid 
time for it, for Spring weather 
brings a demand for new shoes 
for the youngsters. Keep up 
your women's style displays this 
week too. 


94 FOLLOW up your chil- 

dren's window and your 
mailing with a big ad on chil- 
dren's shoes tonight, and be 
sure and play up prominently 
the FREE baseball and jumping 
rope offer. This is an old, old 
selling stunt but it is always 
effective, 


28 IF you can secure the list 

of members of local golf 
clubs a mailing on golf foot- 
wear and hosiery will be very 
timely. And here's another 
idea—have you noticed how 
many shoe stores sell golf balls? 
It brings customers in to the 
store, 


17 WHAT will you adver- 
tise tonight? A good 
style ad is probably the thing, 
and to make it interesting you 
can feature as "leaders" some 
of the numbers you have de- 
cided you want to close out at 
once. Don't fail to include a 
good hosiery value. And a last 
word on Foot Health Week. 


91 SOME kind of a mail- 

ing featuring children's 
shoes would be justifiable now 
too. A folder, or circular or 
even a letter will do. Why not 
give away a baseball or a jump- 
ing rope with every pair sold 
this week? This will bring a 
lot of them in. 


95 IF YOU did a good job 
of advertising you will 
undoubtedly have a good day 
on children's footwear today. 
Make a special effort to please 
the children as well as their 
parents. They have a big in- 
fluence in directing trade to 
stores they like. 


99 CHECK your stocks to- 
day. Pay particular at- 
tention to the danger of “outs” 
in sizes, This danger always 
increases when you are attempt- 
ing to reduce the stock invest- 
ment. Take a walk today and 
compare competitors’ window 
displays with your own. 


18 IF you have not used the 
hosiery club idea this 
would be a splendid time to 
revive it, because it will help 
stimulate sales for the next sev- 
eral months. And how about 
a hosiery club for men? It has 
been worked successfully in a 
number of stores. 


9 DID the results of to- 

day's stock check, as 
compared with last week's show 
that you have made any prog- 
ress in reducing stocks and 
cleaning them up? If not it is 
time to do something about it. 
See that all salespeople know 
your program. 


3 A NEW month is just 

ahead, and it should be 
a good one. Plan today just 
what you are going to do for 
the month. Budget your adver- 
tising, schedule your windows, 
and decide on any special sell- 
ing events for the month that 


you want to put on. 


9 THIS is the time to con- 

sider any repairs or im- 
provements you're planning to 
make in the store during the 
coming months. Are your win- 
dows and entrance modern? Is 
the lighting good? Would re- 
arrangement make the interior 
more effective? 


9 WHY not make outdoor 
sports the theme for 
your windows this week, play- 
ing up the golf footwear, rub- 
ber soled footwear for tennis, 
riding boots, etc.? With a little 
thought you can build a win- 
dow display that will get at- 
tention—and SALES! 











@NCE more promotion plans for Foot Health Week 
are topping past records. More interest. More action. 
More stores participating. More cooperative promo- 
tions. 

Back in February a leading manufacturer started 
things off with a 20 per cent increase in their poster 
order. The first of March, the Times Picayune, New 
Orleans, led off the newspaper roll call with, “As 
usual, we shall participate in Foot Health Week. Please 
send us...” 

Since then we’ve been hearing from scores of towns 
—newspapers, associations, individual stores— all of 
them getting lined up for the big business booster— 
Foot Health Week! If you haven’t done anything about 
getting in on this national event—better get busy! It’s 
getting late, but some effort is better than no effort. 

If you do a fitting job, you should be sure people 
know it! Public interest in foot health is constantly 
increasing. That means stores that fit shoes need to 
be sure the public knows it, because more and more 
people are looking for such stores. 

Did you read that article by Dr. Kenyon in March 
Good Housekeeping, “How to have Healthy Feet?” 
Did you see the other article in such diversified maga- 
zines as Collier’s, Hygeia, Scientific American, Parents’ 
Magazine, American Journal of Nursing, Popular 
Science? Have you noticed the many articles on foot 
health in the newspapers? Some are by staff writers; 
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FO/FOOT HEArry 


BIGGEST 
National 
Foot Health Week 


Promotion 


ASSURED! 


1936 Foot Health Week to set a New High: 

More and bigger promotions scheduled 

throughout the entire country. Coopera- 
tive promotions increase. 


some are syndicated. Do you know about the “foot 
examination in schools” recommendation made by the 
Podiatrists, and the work many schools are already 
doing? Do you know the interest taken in foot health 
by various women’s clubs and parents’ associations? 

Check up—see what’s happening outside the shoe 
store and you'll realize why we urge participation in 
Foot Health Week by every qualified shoe store! 

Manufacturers have styled up their feature shoes to 
the point of general acceptance. The old bugaboo of 
homeliness is overcome. Fashions for 1936 have cre- 
ated new interest in shoes that give comfort in action, 
extending the demand already established in the sports 
and spectator fields to street and general day wear. 

Even normal, healthy feet need special care in fit- 
ting in the Spring. And the changing seasons bring 
out all the ailments that afflict those who have foot 
faults. From every angle—public interest, fashion and 
seasonable requirements—Foot Health Week is a 
natural! 

No wonder 1936 National Foot Health Week is get- 
ting such great interest and attention throughout the 
whole country. 

This week should find your promotion program for 
Foot Health Week complete and ready to shoot. If 
you have everything all set by Friday, April 3, there 
will be no chance for forgetting or neglecting any 

[TURN TO PAGE 40, PLEASE] 
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Petite 


No. 2220 — Black 
Patent — 169 Last 
16/8 Cuban Heel, 
$3.70 


Sizes AAAA to B, 


are turning to 7 210 9. 
PARADISE SHOES | 
more and more every Jay 






known everywhere for their style-right 
smartness, Paradise Shoes have long been 
recognized leaders in their field. National advertis- Last, 


yard Heel, $3.85 














ing such as the outstanding advertisement in the No. 1628 — White 
April Harper's Bazaar, is constantly reminding ade 14 8 Schare 
thousands of old and new customers of the superb Se AAA 
styling and outstanding attractiveness of the Para- ee 
dise line. 

Here is a special 





opportunity for dealers 
to add to their sales 
and profits. National 






DEALER ; Par Didve 
— Y No. 1319 White 
H E L P $ . 4 Kid — 208 Last, 


20,8 Boulevard 












advertising, plus effec- 
tive dealer helps, is 
selling the Paradise 
line now. Order im- 
mediately for prompt 
delivery and quick 
profits. 


Vogue and Harper's 
Bazaar counter cards, 
background display fix- 
tures that display actual 
Paradise shoes, news- 
paper mats for your own 
advertising are furnished 

to Paradise dealers. 





Braver Bros Joe Company 


22 SOUTH SARAH STREET - © © «+ ST LOUIS, MO. 


“Pehcwert (Pest, valle in beaut 
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Heel, $3.85 


1\ (oun aC VAC) White 
Kid 169 Last, 
16 8 Cuban Heel, 
$3.85 


Sizes AAAA to B 
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Today’s Modernization Plan 
for 
TOMORROW’S 
SHOE STORE 









Its Relation to the F. H. A. 
Credit Program 






ABA Cai ete MEER OR RAI R 





Hee 


**GOOD SHOES 

















THOMAS E. SMITH 


SHOE STORE owners and managers as well as other 
business and industrial merchants have from the ear- 
liest times realized that “competition is the life of 
trade,” and have used every possible device to protect 
their own interests and investments against such fair 
rivalry. But during recent years this competition has 
by virtue of the pressure of economic conditions be- 
come quite acute, and it is the wise man who is not 
satisfied to “keep in step” with his neighbor in busi- 
ness, but has foresight enough to always be “one 
jump ahead” of this competitor. 

I could here outline for you the many methods and 
devices honestly employed to arrive at this goal— 
sales programs, advertising, publicity, and other forms 
of promotional activity—but the most effective and 
“sure-fire” plan is to modernize your place of business. 
Take an old, age-worn shop or building—tear out 
those tiresome, cramped window spaces or entrance 
foyer and build large, simple display booths at un- 
usual angles, illuminate by diffused, indirect lighting 
effects—and you'll be amazed at the startling and re- 
freshing atmosphere you will have created! And what 
is even more interesting is the newly-aroused customer- 
interest and subsequent increased sales. 

But while I have been talking, you are probably 
saying to yourself, “This modernization plan sounds 
fine, but how can a fellow spend money that he doesn’t 
have?” Which is a perfectly natural question—but 
there is a solution to every problem, and I have the 
answer for you. 

In these days of alphabetical administration, you 





DESERVE 


GOOD STORES’’ 









by 
THOMAS E. SMITH, Manager 
Contract Division 
THE McKAY COMPANY, 
Pittsburgh, Pa. 


have probably heard of the F.H.A., or Federal Housing 
Administration. This new Federal aid commission was 
created primarily to make available to merchants and 
business retailers the necessary funds for altering, re- 
pairing, or otherwise making improvements that will 
act as a real stimulus to business. Through a national 
credit plan such modernization may be financed with 
cash, credit, or loans in one of the 91 finance com- 
panies approved by the F.H.A. 

Shoe store owners were among the first to suffer 
from the depression and by the same token should be 
the first to benefit from an economic revival. A 
modernization plan is for them, therefore, a three-fold 
investment. First, it protects the original investment. 
The shop owner who owns property or holds a long- 
term lease may bring his place of business up to 
present-day standards. Secondly, it enables him to 
meet competition with other “wide-awake” shop own- 
ers. And in the third place, modernization stimulates 
many channels of industry, which, in turn, create 
employment. Increased employment means increased 
buying power for shoes, and this again reverts to 
the shoe shop owner and other retail merchants. So 
take advantage of this plan to earn greater dividends. 

[TURN TO PAGE 38, PLEASE] 
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For their big spring-and- 
summer promotion J. Ed- 
wards & Company, one 
of the leading manufac- 
turers of juvenile shoes, 
have chosen Lawrence's 
WHITECAP . . . using it 
exclusively for all shoes 
made of white calf. 


* 


CALFSKIN 
SHEEPSKIN 
PATENT LEATHER 
SIDE LEATHERS 
SHEARLINGS 
CUT SOLES 


LAWRENCE'S WHITECAP 
J. Ep\ ; 


WARDS 


: gor QR 
SWS SES 7 


CARMINE BY EDWARDS, IN-STOCK NO. 5072 


WHITECAP, also a popular leather for women’s shoes has enjoyed 
a successful resort season — indicating a growing customer accept- 
ance for white calf. You are invited to write for swatches (use cou- 
pon below). 

GOOD LEATHER FOR LEATHER GOODS 


* A. C. LAWRENCE LEATHER COMPANY « 


BOSTON PEABODY EW YORK MILWAUKEE ST. LOUIS © COLUMBUS © GLOVERSVILLE PHILADELPHIA © CHICAGO. GREENVILLE 
USE THESE COUPONS 





J. Edwards & Co., Department 15, 
314-22 N. 12 and 6th Streets, 
Philadelphia, Penn. 


Please send me your Spring and Summer Catalog showing 
Edwards shoes in A. C. Lawrence WHITECAP. 


Name 


A. C. Lawrence Leather Co., 
Department 15, 
Peabody, Mass. 


Please send me swatches of WHITECAP, your sure-cleaning 
white calf. 


Name___ 








Company 


Company. 








Address 
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The 
YOUNGER GENERATION 


BRAY GIBBS is a lad of about 26 
summers and comes from a family 
whose name has been foremost in 
the retail division of the shoe indus- 
try for a great many years. His 
dad, Bill Gibbs, is head of the big 
shoe departments for Marshall 
Field & Co., and his brother Bill is 
an assistant for his dad in that 
worthy establishment. 

Ray graduated from the College 
of Commerce at the University of 
Illinois in 1932, receiving his B. S. 
and A.B. degrees, and while at col- 
lege he was a member of the Chi 
Psi Fraternity. During his vaca- 
tions he put in a good part of his 


RETAIL TRADE 


BOOT 


RAYMOND J. GIBBS 


time selling shoes over the fitting 
stool for his dad at Field’s; so on 
graduating he was already well 
equipped to start his career in the 
shoe business. 

His first job was in the sales de- 
partment of the rubber footwear 
division for Hood and Goodrich, 
working out of their Chicago office. 
He left this position in August, 
1935, and the next month he as- 
sumed the duties of his present posi- 
tion, which is that of assistant to 
C. J. O’Neill, general manager of 
Excelsior Shoes, Inc., Portsmouth, 
Ohio. 


A fine son of a fine family. 


Headed For Improvement 


BRETAIL trade should be on a 
higher level during the next few 
weeks both because of the buying 
wave which followed the recent 
down-trend and because Easter 
comes a week earlier than last year, 
Henry H. Heimann, Executive Man- 
ager of the National Association of 
Credit Men, points out in his month- 
ly business review, which has been 


sent to the association’s 20,000 
members. 

“That the forces of recovery are 
slowly but surely at work has not 
been evident in any better way re- 
cently than the prompt and heart- 
ening wave of retail business that 
followed a cessation of the cold 
spell which settled over almost the 
entire nation in January and in 
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February,” the credit executive de- 
clares. 

“A seasonal slump was to be ex- 
pected after the holidays but the ad- 
verse weather conditions made this 
recession even greater. As soon as 
the weather improved and the roads 
cleared, however, business resumed 
its upward trend in general. This 
is impressive because it indicates a 
real demand. 

“Mail order houses and whole- 
salers indicate by their activity that 
an expectation of improved retail 
trade during the latter part of 
March and the early part of April 
is an expectation that is wel] 
founded,” Mr. Heimann adds. 

Turning to the new Farm Act, 
which was recently signed by the 
President, he says that “one of the 
brightest spots in the past two years 
of business recovery has been the 
agricultural area. Recent figures 
from the Bureau of Agricultural 
Economics indicate that total cash 
income of farmers in January was 
at the highest point since January, 
1931, and only a bit below the fig- 
ures for that period. Although the 
AAA has been invalidated by the 
Supreme Court, the new Farm Act 
will continue sending a flow of cash 
to this area. 

“The new law is an attempt to 
provide a constitutional approach 
to the situation which the unconsti- 
tutional A.A.A. was handling. In- 
stead of being based upon contracts 
which bind the producer, the new 
program offers cash for voluntary 
cooperation by farmers willing to 
aid soil conservation by taking land 
out of cultivation or shifting from 
such crops as cotton, wheat and 
tobacco to grass crops with the 
purpose of preventing erosion and 
building up the soil. The interest- 
ing feature of this new law is that 
after two years the regulation of 
agriculture is expected to be taken 
over by the states. 

“The new farm program involves 
new taxes to replace the outlawed 
processing taxes. The administra- 
tion has also proposed a plan to tax 
corporation surpluses. At this writ- 
ing, without a more definite knowl- 
edge of the details of the proposed 

[TURN TO PAGE 38, PLEASE] 
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o mone PEEL sores 1S? fact that a $30 shoe won't give “Pa peme FLEMIBILITY 
oe 2. 5 jyour customers any better fit in the. 
arch. And here’s why. COMPO Welded 
Welts are shaped on the last at the time they are 
made—not pounded into shape afterward. As a result, 
they assure tighter, neater shanks, with all the fit and appear- 
ance of custom-built shoes, and they stand up under punishing 
wear. Every year more manufacturers are adopting this new 
method of making men’s and women’s shoes. A list of leading welt manu- 

facturers producing COMPO Welded Welts for Men and Women will be sent 


upon request. Compo Shoe Machinery Corp., 150 Causeway St., Boston, Mass. 


Made on equipment 0 M P The cement is formulated 
furnished by Compo Shoe TRAD ARN exclusively for Compo Shoes 


Machinery Corporation. by the du Pont Company. 


WELDED WELTS 
THE GREAT ADVANTAGES OF CEMENTED SHOES ARE OUE ENTIRELY TO COMPO ENGINEERING. 
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By calling in an equipment dealer 
or jobber you may have prepared for 
you the proper layout to be used in 
your modernization program. Too 
often shoe shop owners are neglectful 
of, or even ignorant of, the grand 
possibilities of so-called “waste space.” 
Awkward partitions, dim corners, 
squatty ceilings—can all be trans- 
formed into interesting interiors 
through clever and unusual use of fur- 
nishings and materials today. New 
material, such as vitrolite or micarta, 
have been developed for wall treat- 
ment; indirect lighting may throw a 
soft appeal beam from obscure cor- 
ners; and low, heavily beamed ceilings 
may be made to reflect the atmosphere 
of an old English inn. Your shoe store 
must act as your salesman—in the 
individual, it’s personality that “sells,” 
in your place of business, it’s atmos- 
phere! 

The importance of color in your dec- 
orative scheme is often considered just 
a minor detail; but have you ever 
stopped to analyze its real function? 
What makes you decide that a window 
display or room or automobile is out- 
fitted in good taste? Not the intensity 
of the colors chosen for the ensemble, 
but the proper combination of hues to 
produce a harmonious and distinctive 
effect. In the same way, by substitut- 
ing a new and startling arrangement 
of colors in your shop interior, the 
ordinary room becomes extra-ordinary 
and the refreshing atmosphere will 
attract new customers like a magnet. 

I have prepared a few statistics con- 
cerning the shoe shop trade which will 
interest or perhaps, even surprise you. 


1. 90% of the Shoe Stores in the smaller 
cities are drab and uninteresting. 

2. Most of these make no direct effort to 
attract customers and are patronized only 
as a matter of necessity. 


8. The convenience of the customer —a 
potent factor in drawing trade—has been 
utterly neglected in at least 60% of Shoe 
Stores. 

4. Attractive shoe and model presentation 
—an obviously important consideration in 
trade appeal—is given very little attention 
in approximately 50% of such Shoe Shops. 

5. Except for chain Shoe Stores the dram- 
atization of shoes in window display and 
newspaper advertising is ignored by 75% 
of Shoe Shop owners. 

6. Modern equipment, chairs, stools and 
display-tables, are slowly being recognized 
as “‘siJent salesmen” in the competitive 
shoe shop trade. 

7. The fact that 90% of today’s Shoe 


Stores are in need of some form of modern- 
ization is an interesting and amazing sum- 
mary of this survey. 


In addition to proper color and pleas- 
ing lighting effects, the furniture oc- 
cupies no less important a position in 
your new interiors. We may remodel 
the exterior of your building; change 
the whole complexion and contour of 
its interior; but what of the decisive 
note in your modernized set-up? The 
answer may be in modern furniture, 
which often adds that certain air that 
can best be described as distinctive, 


Today’s Modernization Plan 


[CONTINUED FROM PAGE 34] 


What could be more expressive of the 
spontaneity and progress of America 
today than chrome steel furniture, for 
example? 

Now that I have given you a few 
ideas on a new modernization plan, 
I hope that you too, will realize that 
such a plan will more than repay its 
cost to you and with the assistance of 


F.H.A. credit, it’s the “chance of a 


lifetime.” 


Retail Trade Headed for 
Improvement 


[CONTINUED FROM PAGE 35] 
plan, it is impossible to make detailed 
comment upon it. But the general 
question as to the possibility of indus- 
try developing adequate reserves to 
carry through lean years can be raised. 
Certainly industry must have a mini- 
mum reserve. As a suggestion, it might 
be that a minimum reserve policy 
should be based upon the losses in- 
curred during the first five of our de- 
pression years. 

“It seems evident from the legisla- 
tion requested that a move will be made 
to attempt to balance the budget 
around 1938. This is heartening. But 
would it not be better to balance the 
budget, not merely by the imposition 
of more taxes, but by a combination of 
some increase in taxes and lowered 
expenditures? It must be remembered 
that seven billion dollars in taxes may 
not be procurable year after year and 
when the lean years come, where will 
the Government’s fiscal policy lead to? 
It would be well for the Government, 
if it contemplates a tax program of 
this size, to schedule the development 
of a surplus. Then when the lean years 
come, the surplus would be available 
for budget balancing and the fiscal 
record would not be one of a balanced 
budget in very prosperous periods, but 
mounting deficits as soon as business 
recession sets in.” 


To Use Selby Trade Names 


PortsmMouTH, On10—The Selby Shoe 
Company announced recently that ar- 
rangements had been completed for the 
Wall-Streeter Shoe Company of North 
Adams, Mass., to manufacture men’s 
STYL-EEZ Shoes, and for the J. P. 
Smith Company of Chicago, Il., to 
make men’s TRU-POISE Shoes. The 
E. T. Wright Company of Rockland, 
Mass., has for many years, produced 
men’s ARCH PRESERVER Shoes. 

The firm also has announced the ap- 
pointment of Tupper, Inc., New York 
City, to manufacture ARCH PRE- 
SERVER boudoir slippers and the Neo 
Ped, Inc., of Jersey City, will soon make 
boudoir slippers using STYL-EEZ 
features, 
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Long Island Chain Expands 


JAMAIcA, L. I.—The Empire Shoe 
Store chain has opened one of Long 
Island’s most modernly equipped estab- 
lishments, at 164-15 Jamaica Avenue 
in this region. 

The store is in the structure formerly 
occupied by Krakow’s Department 


Store. , 

The establishment has been remodeled 
at the expense of more than $25,000 
and is modern in every detail. It boasts 
a fine air-conditioning plant. 

The deal was one of the largest re- 
corded in this community in recent 
years. More than $400,000 was paid 
for a 21 year lease on the property, 
which is located in the heart of 
Jamaica’s business region. 

A good deal of newspaper space was 
taken in the local press to herald the 
occasion of the opening, and hundreds 
of patrons were at the doors when the 
store opened. 





‘Round and ‘Round 


[CONTINUED FROM PAGE 22] 


In the men’s shop, located to one 
side and featuring several depart- 
ments, the furnishings are more severe 
and mannish than those used else- 
where. In the Palm Beach suit shop 
where the walls are paneled with yuba 
wood, each panel conceals the opening 
to a wardrobe. 

Circular counters, show cases, rugs, 
stairway and other features give an 
unusual appearance to the shop. The 
shoe department, for example, shown 
on another page, is a room within a 
room, the inner room being created by 
a semi-circular partition which makes 
the most delightful kind of shoe salon. 
The big round rug is of dark mahog- 
any, the walls of light green, the fur- 
niture of chromium upholstered in 
lemon ‘leather. And the outer room, or 
one section of it, is where gentlemen 
may be shod. Back of both rooms is 
a hidden stock room. 





Back to Saddles 
[CONTINUED FROM PAGE 21] 


photograph of a gray reversed calf 
shoe with an alligator saddle, posed 
nonchalantly on an alligator traveling 
bag. In front of this illuminated photo- 
graph was a stuffed alligator, while a 
large center card featured the legend: 
“Modes of Spring — Alligator Skin 
Adds a Distinctive Note to These 
Saddle Shoes for Men.” To the right 
are four pairs of different color re- 
versed calf shoes, while an accessory 
group to the left features a Spring 
top-coat, hat and socks resting on an 
alligater traveling case. Bullock’s 
Men’s Store is one of the first stores in 
this country to sponsor the alligator 
saddle, All indications are that it will 
be a successful promotion and that 
alligator used this way will be one of 
the outstanding styles of the Spring 
and Summer season, 


\ 
\ 
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Lannette 


a TRIM TRED ELITE 3-strap sandal in White, 
Blue and dull Black Kid. 


Cameron 

a TRIM TRED U-throat gore pump with 
tricky Button treatment. White Kid and Blue 
Suede Kid with white trim. 


Vilma 


a 3-buckle SENSATION fancy strap pat- 
tern in which cut outs between straps may re- 
veal harmonizing hosiery. White Kid, White 


Glenford 

a STAR VALUE Sabot strap of White 
Cabretta, White Suede Kid with Brown Trim, 
Gray Suede and Black Patent. 


Janice 


a broad strap STAR MADE model! with 
Constructed Cut outs. White Kid and Black 


Dupree 
one of the smart new TRIM TRED HEALTH 


SHOE patterns with built-in Comfort features. 


White and dull Black Kid, 


Delmonte 

another TRIM TRED HEALTH SHOE in a 
smart combination of beauty and comfort, 
White Kid, Brown Kid and dull Black Kid. 


Thrill 


a fancy STAR MADE broad strap model 
on @ square-toe last, White Side and Black 


Patent in sizes for Growing Girls. 





part of the plan that you intend to use. 

Knowing that all is ready, you ad 
men who alco work on the floor can give 
all attention io Easter selling. And 
even if you don’t work on the floor, just 
remember that the buyers and boss 
don’t want to be bothered during Easter 
week, 

Check up on these important fea- 
tures: 

Final check-up of feature shoes, and 
get fill-in orders off to “in-stock” 
houses. 

Direct mail ready, addressed and 
stamped ready to drop in the post 
office. 

Newspaper ads ready, both an- 
nouncement and follow-ups. Turn over 
to newspaper with release dates 
marked on each ad. 

Window display setting completed; 
background, show cards done. Plan 
should permit installation in window 
in about an hour. Even shoes can be 
made ready ahead. This is important— 





BOOT AND 





Biggest Foot Health Week 


[CONTINUED FROM PAGE 32] 


avoid a struggle Saturday night or 
Easter morning! 

Interior decorations and displays 
ready for quick set-up. Using green 
and white with a touch of black offers 
great decorative possibilities. Be very 
sure to get a definite change in the 
windows and store—Foot Health Week 
is not an “after-Easter hangover.” It’s 
a tremendously important promotion to 
any store that fits shoes. 

Foot clinic arrangements completed, 
if you intend using the idea. 

Contest arrangements all set (if to 
be used). 

Talks ready—if any of the staff are 
scheduled for speeches, either over the 
radio or in person. 

Instructions to salespeople, includ- 
ing caution on fitting. A misfit any- 
time is bad—doubly so during Foot 
Health Week. How about small ribbon 
or paper badges for them reading 
“Foot Health Week”? 





White Shoes Dominate 
The Southern Scene 


[CONTINUED FROM PAGE 27] 


weather warms up. If the public gets 
accustomed to seeing white shoes in 
the windows too early they lose some- 
thing of the fresh seasonal appeal 
they would otherwise have when a 
window filled with whites is flashed 
on the public, just at the time when 
everybody is most receptive to the 
thought of white shoes. 

All of these Florida white shoe win- 
dows which we illustrate this week 
are strong on the combination of shoes 
and accessories, including millinery, 
handbags, hosiery, etc. Handbags seem 
to be receiving special emphasis this 
season in shoe displays, due to the 
close tie-up between the shoe and the 
bag. It’s an idea that makes for extra 
sales and profits at the accessories 
counter. And, incidentally, it helps to 
create more interesting shoe displays. 

It isn’t possible to fix a nation-wide 
date for the first big promotional push 
on white shoes, in the same manner 
that dates have been fixed for Fall 
Shoe Opening, National Foot Health 
Week, Sport Shoe Week and similar 
events. White shoe season naturally 
starts at different times in different 
sections of the country. Whites have 
been selling for weeks in Florida and 
the Southeast, in Texas, California and 
other sections of the Southwest. As 
warm weather spreads gradually 
northward the great white wave will 
advance until the entire country is 
buying white shoes. 

Weather is the big promotional im- 
pulse back of white shoes and we 
can depend upon weather to do its 
part. It remains for the retailer to 


merchandise and promote his white 
shoe business so as to make it con- 
tribute the utmost in extra sales and 
profits to swell the total of his sea- 
son’s business. That means that the 
merchant should analyze carefully the 
climatic conditions and buying habits 
of his own community, so as to be 
able to determine just when is the 
psychological moment to launch his 
white shoe promotion. In this way he 
improves his chances of selling the 
maximum potential number of pairs 
of whites, without cutting into any of 
the other Spring shoes in his stock. 

There are several other angles to 
successful white shoe promotion if the 
store is to achieve its maximum vol- 
ume of this class of merchandise. 
There is, for example, the all-impor- 
tant question of keeping whites out of 
the clearance section until they have 
definitely passed the peak of their 
sales possibilities at regular prices. 
Season after season, BooT AND SHOE 
RECORDER has advised against starting 
white shoe clearances while the normal 
white season is still in progress, there- 
by throwing away part of the profits 
that might be earned under a more 
orderly merchandising program. Defi- 
nite progress has been made toward 
the minimizing of this trade abuse. 
and it is to be hoped that more and 
more retailers will come to a realiza- 
tion that white shoes are seasonable 
and salable right through the vacation 
months. 

Window promotion, for the next two 
weeks, will center around Easter sell- 
ing, and immediately after that comes 
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CHECK AND DOUBLE CHECK 
Here are some ad 
copy suggestions: 


Do you dread walking 
a distance? 


Do you take off your 
shoes when you sit down? 


Do you hobble along fp Ea 
to protect your sore, tired 


feet? ITS 
Do you wear your heels NATIONAL 


crooked? 
lf you're doing these FOOT 
HEALTH 





things, by all means have 
your feet and shoes ex- 
amined by a shoe or foot 


specialist during Foot 

Health Week. WEEK 
Get your feet into the APRIL 

right shoes—give nature 13 +018 


the chance and help 
needed to restore your 
feet to health and -— 
and strength. 

Step into Summer full , 
of pep in feet that will carry you through long 
happy hours of work or play. 


Do it now!—This Is Foot Health Week. 








CAN YOUR FEET PASS THE 
BEACH AND BALLROOM TEST? 


Are you proud of your bare feet on the 
Beach? 

Can you dance through the night without 
foot fatigue? 

If you can qualify 100 per cent on these 
two, you have pretty good feet. But add this 
one more! 

Can you walk several miles, five or more, 
without feeling unduly tired, and particularly 
without aching feet or legs? 

If you pass this one 100 per cent also, con- 
sider yourself one of the fortunate’ few—and 
take good care of your feet always. 

If you fail to pass the test 100 per cent, 
make it a point to have your feet and shoes 
examined by a competent shoe man or foot 
specialist during Foot Health week. 


SIX IMPORTANT QUESTIONS 


Does the ball of your foot hurt? 

Do your legs and back ache? 

Do your feet turn out? 

Do your feet swell and burn? 

Do you have Morton's Toe? 

Do you have bumps on your heels? 

Then it's time to change to shoes that fit— 
and help nature to correct your foot troubles. 
Shoes that don't fit can cause anything from 
"cut" insteps to headaches and _ nervous 
disorders. 





National Foot Health Week, when 
thousands of shoe stores throughout 
the country will focus their main sell- 
ing effort, during the week from April 
13-18, on health shoes and footwear 
of orthopedic types. Suggestions for 
Foot Health Week window displays 
appeared in BooT AND SHOE RECORDER, 
February 29 issue. 

The next three months offer a re- 
markable chance to increase sales 
through effective window promotion. 
Retailers should plan to make the most 
of the opportunity. 




























ah a SRR 







an Sis cia ee 














































BOOT AND SHOE RECORDER, March 28, 1936 


REG.U.S. PAT. OFF, 


Directs Professional Interest 


To Your Store 


DR. SOK 


®. 
a. a A 
Pash n Vtg 


DOE rane 


The Treadeasy organization has a definite plan 
to attract the attention of Doctors to stores carry- 
ing the Treadeasy line. 


Consistently during the year these Doctors are 

told, through the advertising pages of their own 

association journal, how well Treadeasy Shoes are 

fitted to their particular needs, and in addition 

to this Treadeasy keeps trained representatives 

a \ in the orthopedic field whose duties are to con- 

ow tact Doctors and fitting experts, discussing new 
Es \ ideas and developments in corrective footwear. 


: evte® : - 

als mittee pene pecsomat ag 
BAKO! Goel weeds po 
et , 5 

If you are interested in the tremendous oppor- 
tunities in the merchandising of corrective shoes, 
write P. W. Minor & Son, Inc., for further infor- 


mation concerning the Treadeasy proposition. 


NEW YORK CITY SALES OFFICE 944 MARBRIDGE BUILDING 





When writing advertisers please mention Boot and Shoe Recorder 





























































2. SAFE STYLING. 
4. IN STOCK. 5. QUICK DELIVERY. 


PETERS SHOE Co., ST. LOUIS 


Branch of International Shoe Co. 


3. BROAD SELECTION. 
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Fall Style Conference 
Opens Monday 


| 
_ STYLE committees of the National Shoe Retailers 

Association will meet next Monday with the members 
_ of the various Style Advisory committees, stylists and 
' others who are interested, for the purpose of formulat- 
ing the official style reports on men’s, women’s and 
children’s shoes for the coming Fall season. The com- 
mittee members will be called to order promptly at 
| 10:30 by L. E. Langston, manager of the association, 
in the Jade Room on the third floor of the Waldorf- 
Astoria Hotel, New York. George H. Mealley, chair- 
' man of the Color Committee of the Tanners’ Council 
of America, will address the committees and present 
a resumé of the colors for Fall and Winter. 

Following the address by Mr. Mealley, the several 
' committees will meet separately to prepare their re- 
ports, the Women’s Style Committee meeting in the 
Jade Room, with Thomas F. Callahan of B. Altman 
| & Co. presiding as chairman; the Men’s Style Com- 
mittee in Assembly Rooms L, M and N on the fourth 
floor, with George B. Hess of N. Hess’ Sons, Baltimore, 
chairman, and the Children’s Style Committee in As- 
sembly Rooms J and K on the fourth floor, with A. B. 
Toomey of Lord & Taylor as chairman. The commit- 
tees will remain in session until 1 o’clock, when they 
will adjourn for lunch, reassembling at 2 o’clock to 
conclude their reports. 

Tuesday, the second day of the Style Conference, 
will be devoted to the usual open meeting, which will 
take place beginning at 10:30 a. m. on the Starlight 
Roof, 18th floor of the Waldorf-Astoria. The pro- 
| gram will be as follows: 








Eee L. E. LANGSTON 


Manager, National Shoe 
Retailers Association 


| GREETINGS 








THE NEW IMPORTANCE OF 
FOOTWEAR............_L. F. Tuffly 

President, National Shoe 

Retailers Association 


| DEVELOPMENTS IN AMER- 

ICAN LEATHERS ....... Hon. James J. Lyons 
President, Borough of the 
Bronx, Chairman, Exhibit 
Committee, Tanners’ Coun- 

cil of America 


-MODERN INFLUENCES ON 
MEN’S FASHIONS ..... Schuyler White 

Men’s_ Fashions, Hearst 
Publications 


COLOR MAGIC AND THE 
CASH REGISTER ....... Miss Ruth Kerr 
Miss Rhea Nichols 
[TURN TO PAGE 44, PLEASE | 
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ATTENTION! 
W.B.COON CO. ACCOUNTS 


_ WE SHALL BE GI AD TO RECON- 

DITION WITHOUT CHARGE ANY 
W. B. COON CO. SHOES 

DAMAGED IN RECENT FLOODS. 


Please write, specifying quantities 
and styles involved, before ship- 


ping the shoes. 


W. B. COON CO. 


37 CANAL ST. ROCHESTER, N. Y. 








When writing advertisers please mention Boot and Shoe Recorder 











Shoe Dealers! 
| HOWELL 


brings you new 
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FREE, NEW 


Catalog! 


ideas 


in shoe-store seating! 


New ways to modernize your store at small cost! 
36 page book shows many successful installations. 


big, 


This 





Twenty-seven new DuPont Fabri- 
koid upholstery colors——modern, 
patented CHROMSTEEL frame design 


——durable 


construction-——Howell 


Chromsteel Furniture means more 


business 
store. 
this 

Howell full color 
Catalog 


NOWELL 





Please mention this ad- 
vertisement when _re- 
questing us to mail you 
FREE Catalog. 











ST. CHARLES 


in your 
Send for 
new FREE 


TODAY! 


ILLINOIS 





Fall Style Conference 


[CONTINUED FROM PAGE 42] 


AFTER EASTER—WHAT?. . Miss Estelle Hamburger 
Executive Vice - President, 
Jay-Thorpe, Inc. 


TRENDS AND INFLUENCES 
OF FASHION LOOKING 
TOWARD THE AUTUMN 
MODE ....Mrs. Emmy V. Ives 
Fashion Editor of Vogue 


Indications point to an unusually large attendance 
at this season’s Style Conference, which is being held 
about a month earlier than in previous years. A con- 
cession of one and one-third fare on the “certificate 
plan” will apply for members and dependent persons 
in the families of members of the National Shoe Re- 
tailers Association, and Tanners’ Council of America, 
from territories of the Central Passenger and Trunk 
Line Associations. 

At the request of the Railroad Passenger Associa- 
tions the following directions are submitted for ob- 
taining this concession: 

1. Tickets at the regular one-way tariff fare for the 
going journey must be obtained on any one of the 
following dates (but not on any other dates): March 
26-31 inclusive. 

Be sure that, when purchasing your going ticket, 


you request a Certificate Plan CERTIFICATE from 
ticket agent. Do not make the mistake of asking for 
a “receipt.” 

2. Be at the railroad station for ticket and certificate 
at least thirty minutes before departure of train on 
which you begin your journey. 

3. Certificates are not kept at all stations. It is sug- 
gested that you inquire at your home station and ascer- 
tain whether or not agent can issue through ticket and 
certificate to place of meeting. If not, the agent will 
inform you of the nearest station at which they can 
be obtained. In such case, you should purchase a 
local ticket to the station which has certificates in stock 
and from there buy a through ticket to place of meeting 
and at the same time ask for and secure a “Certificate 
Plan” certificate. 

4. Immediately on your arrival at the Waldorf- 
Astoria Hotel, New York, present your certificate to 
the endorsing officer, T. J. McNamara, Tanners’ Coun- 
cil of America, as the reduced fare for the return 
journey will not apply unless the certificate is properly 
endorsed by him and validated by a Railroad Special 
Agent as provided for by the certificate. 

5. Arrangements have been made for validation 
of certificates by a Special Agent of the carriers on 
March 30 and 31, provided such certificates, or a 
combination of such certificates and round-trip tickets, 
held by members of the organization and dependent 
members of their families aggregate not less than 100. 





1936 


BOOT AND 
SHOE RECORDER, March 28 
, 1936 


T. less sales resistance, the faster the 
turnover. Leading department stores 
tell us that the Douglas line sells easily 


and moves fast because there is prac- 





tically no sales resistance- 


This isn't something that has hap- 
pened all of a sudden. Douglas has 
been building toward this situation for 
sixty yeats- Sixty years of building 
respect and confidence in a trade-mark 
which is today the best known mark of 
its kind in the country: 


Examine the Douglas proposition from 


every angle, and see how it is designed 





to help you move your stock FAST- Con- 
sistent national advertising- Popular 


prices. The uncompromising quality of Leading Department Stores who sa¥ 
All-Leather Construction. “pOuUGLAS FOR TURNOVER!” 


equal in every detail of line. color and AUERBACH. Salt Lake City FRANK & SEDER . Detroit 


stitch to the most expensive American BON MARCHE - - - Seattle 
an d forei gn m akes! EMPORIUM. San Francisco GIMBELS Te a Pittsburgh 
FAMOUS DEPARTMENT MAY COMPANY. Baltimore 
. ‘ STORES . - California THE BOSTON STORE 
There may be a exclusive franchise er - Milwaukee 


jn your district. Write W. L. Douglas Columbus THE LEADER . Minneapolis 


Shoe Co.. Brockton. Mass. 


w. L. DO 
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LO Cy ey. $2.35 
rascals anne eee 2.35 
13/8 Square Heel 

AAA to C Widths 


R1263 Black Patent Leather... 
RI265 White Kid 
63 Last, 















Square Toe, 




















































R1I217 Patent Leather $2.10 
PIPERS BRIE 6 icone 5 ¥5:300% 4 ssn nauwmenous 2.10 
ES ee | ane 2.10 
R1223 White Kid 2.10 


R1225 Blue Kid . ‘ 
R4359 White Gondolier Cloth 
63 Last, Square Toe, 13/8 Square Heel 
AAA to C Wdths 
CHIC (in stock) 








Terms: 2% 10 Days; Net 30: FOB Factory 


SEND FOR COMPLETE IN-STOCK BULLETIN 


i’ HANNAHSON’S 
Haverhill, Mass. 
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“Make Slippers Year-Round 
Profit Makers 


Located in Fall River, Mass., a textile city of ap- 
| proximately 115,000 population, the R. A. McWhirr 
| Co. department store has a large street floor shoe 
| department where one of the profitable lines is slip- 
pers. In addition to selling in large quantities at 
Christmas time, this shoe department sells slippers the 


Dw 


Bit 


aoe 


F 


Slipper department in R. A. McWhirr Co. department store, 
Fall River, Mass. 







entire year, netting a stock turn of about five times 
a year. 

“One chief reason for our annual sales record on 
slippers,” explains Oscar Dube, manager of the shoe 
business, “is our large and varied stock ranging in 
price from one dollar to five dollars. It is customary 
for shoe and dry goods retailers to feature a fair-sized 
slipper stock during the Christmas holidays, when 


| they do a good business. But most of these retailers 


are afraid to maintain a good slipper stock during the 
remainder of the year for fear they will not sell. 

“Let me tell these men that a good slipper stock 
is a profitable investment the year round. And if you 
don’t maintain a complete slipper stock, one can cer- 
tainly not expect to make money on this merchandise. 
I have been manager of this shoe business for 12 
years and my experience has been that slippers are 
a mighty profitable line. 

“Then, to, we talk, talk, talk—always featuring 
slippers to our customers. In this way we write up 
many sales we would not otherwise make.” 

Many pairs of slippers are always on display al 
McWhirr’s. The writer has yet to visit this depart- 
ment, regardless of the time of year, when upward of 
50 pairs of slippers have not been displayed. During 
many seasons of the year the displayed stock is ver 
large and runs 200 pairs or more. 

Slippers are always shown on a wall arrangement. 
back of which is located the shoe stock. Each of these 
wall boards holds 11 pairs of slippers and there are 
about 12 of these displays in all. In addition, slippers 
are shown in quantity on the many display counters 
throughout the section. Even in periods when slipper 

[TURN TO PAGE 58, PLEASE | 
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Many leading manufacturers are 





supplying their customers with smart 
new models of lightweight shoes 
made by this thoroughly practical 
method. 





Silhouwelts, for Spring and Summer 
wear, are made for men and women 
who insist upon quality, style 


and comfort. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
























Dr.Scholl’s Bromidrosis Powder work for you. 
Bromidrosis (disagreeable foot odors) 
comes from an unhealthy condition of the 


sweat glands. 


People who are guilty of this distressing 
condition will welcome a scientific, proved 
remedy which is easy and pleasant to use. 


Dr. Scholl’s BROMIDROSIS 
POWDER a Natural Add-on Item 


You can perform a service for your customer 
-». and reap a profit for yourself — by letting 





D’ Scholls 


BROMIDROSIS POWDER 
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Melville Conventions 





Boston, Mass.—The managers from 
600 Thom McAn stores throughout the 
country met in eleventh annual Spring 
convention at the Hotel Statler in Bos- 
ton last week. This was the first con- 
solidated convention of the executives 
and managers of the corporation; and 
its importance can be gaged by the 
fact that it cost nearly $50,000 to bring 
the men from 40 States to a three-day 
convention in Boston, Nashua and Man- 
chester. 

The Monday session was a complete 
coverage of store management, promo- 
tion and retailing practice. 

On Tuesday the entire convention 
visited the J. F. McElwain factories at 
Nashua and Manchester. 

Wednesday’s session—breakfast at 
6:30 in the morning, a bus ride to Wor- 
cester, inspection of the warehouse and 
back to the Hotel Statler where the 
final banquet was held. 

The delegation of Texas managers 
appeared in 10-gallon hats and cowboy 
boots, giving to Boston and New En- 
gland a welcome to the Texas Centen- 
nial. 


A. J. Brauer Returns to Desk 


St. Louis, Mo.—A. J. Brauer, presi- 
dent of the Brauer Brothers Shoe Com- 
pany, returned to his desk last week 
with a good coat of tan. His winter 
vacation included a Caribbean cruise 


topped off with a stay at Miami, Fla. 


Trade 
Literature 


Douglas In-Stock Catalog 
BROCKTON, MAss, — An impressive 


piece of trade literature is the 32-page 
catalog of the W. L. Douglas Shoe Com- 
pany, showing in-stock numbers for 
Spring and Summer. In it are pic- 
tured, in an interesting mixture of 
photography and wash drawing, nearly 
150 numbers in men’s shoes and almost 
a score of boys’. Sport types are 
numerous—all whites and combinations 
of white and colors. 

The section devoted to the Normal 
Tred line has as its main feature a 
cross-section view showing the features 
which have made it one of the outstand- 
ing orthopedic shoes for men. In the 
front of the catalog, for easy identifica- 
tion by name, are reproduced on one 
page the 50-odd toe shapes in which 
men’s and boys’ shoes are made. 





Nunn-Bush Issues Shoe 
Knowledge Folder 


MILWAUKEE, Wis.—The Nunn-Bush 
Shoe Company has compiled a small, 
three-fold pamphlet for use by their 
dealers, entitled “Getting the Most Out 


of a Pair of Fine Shoes.” This pam- 


phlet is attractively printed with space 
on the rear page for the dealer’s name 
and gives many interesting facts about 


leather, shoes and shoe polishes that 
will save the customer money through 
the proper care of his shoes. 





Issue In-Stock Catalog 
BALTIMORE, Mp.—D. Myers & Sons, 


Baltimore, have just mailed their new 
Spring and Summer, 1936, catalog. 
This catalog contains pictures of 58 
shoes, which represent about one-tenth 
of their current line. All of the shoes 
listed are carried in stock and it has 
been found that this catalog mailing, 
which incidentally was started three 
years ago, has proved to be of great 
benefit to shoe retailers not wishing to 
carry a heavy supply of novelty shoes. 





Enlarged John Irving 
Store Opened 


NEW HAVEN, CONN.— Featuring 
greatly enlarged hosiery and handbag 
departments on opposite sides near the 
entrance, the new John Irving Shoe 
Co. store has been opened at 830 Chapel 
Street, a few doors from its former 
location. The store front decorative 
scheme extends up to the third floor 
of the building, done in bronze and 
porcelain enamel. The name “John 
Irving” appears in multi-tube Neon 
letters eight feet high. William E. 
Krassner continues as manager, with 
Sam Greenberg as assistant and Miss 
Faye Levitz in charge of the hosiery 
and handbag departments. 
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THIS HANDBAG 


Waste 


“PYRALIN" 


A DUPONT PRODUCT 


Washable handbags 


for this label MAKE ENSEMBLE SELLING 


\iaee profitable! 


HESE HANDBAGS, fabricated of Du Pont “Pyralin,” 
are the perfect accessory to display with your spring 


and summer line. Look at their cool, smooth, gleaming, 

easy-to-clean surface. The large variety of good-looking de- 

oa signs match up with many types of shoes. Smart dark 

PY RA LI N colors, lovely pastels and gleaming white. Make shopping 
easier for your customers—step up your sales—with bag 

sas siiiiaiaii dinate and shoe ensembles! Specify washable handbags made of 


“PYRALIN” IS DU PONT’S NAME FOR 


ITS PYROXYLIN PLASTIC MATERIAL Du Pont “Pyralin” this year. 


Du Pont Viscototp Company, Inc., Empire State Buitpinc, New York City, N. Y. 
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The individual and collective experience and 


facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 


T. W. GARDINER CO, 


LYNN, MASS. 


UNITED LAST CO. 
BROCKTON, MASS. 


STEWART & POTTER CO. 


BROOKLYN, N. Y. 


THE LAST WORD 


UNITED 


EMPIRE LAST WORKS 
ROCHESTER, N. Y. 
KRENTLER BROS. CO. 
ST. LOUIS, MO. 
KRENTLER BROS. CO, 
MILWAUKEE, WIS. 
UNITED LAST CO., LTD. 
MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Spring Fashion Revue 
Attracts Big Crowds 


CLEVELAND, OHIO — Twelve models 
showed a total of 60 picked Spring 
garments with harmonizing footwear 
at the Spring Fashion Revue of the 
May Company, Cleveland, March 9-10. 
Over a thousand people jammed every 
available foot of space in the French 
Room each day to witness the spectacle. 





Miss Janet Thompson, May Company model, 

displays a $50 pair of cut crystal evening 

sandals in the Spring fashion revue of The 
May Company, Cleveland. 


The revue was staged by Miss Edna 
Lo Maynard, May Co. stylist, with Ross 
Filion, women’s shoe buyer, furnishing 
the footwear exhibit. The models ap- 
peared from a draped stage and passed 
out over a 75-foot run flanked with 
Spring-green decorations. 

Effective use was made of luggage 
tan, grey and patent-gabardine com- 
bination shoes to furnish pleasing con- 
trasts and harmonies with grey, navy 
blue, London tan, oxford, wood violet, 
and lilac in dresses, coats or ensembles. 
One of the most sensational showings 
featured a custom-made $50 pair of 
cut crystal evening sandals with indi- 
vidually set stones. This glittering 
footwear was tied up with a filmy black 
and white Robert Piquet dress of 
bubble dot net effect, having contrast- 
ing colors in bodice and sash. Little 
rhinestone bows down the bodice har- 
monized directly with the sandals. 
Five group presentations were made 
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during the revue. First, sports ap- 
parel featuring knits and camel hair 
types of sport coats. Second, general 
daytime apparel high-lighting the popu- 
larity of suits. In short, everything 
for the Easter parade. Third, after- 
noon dresses with a strong trend to 
flowered prints and pastels featuring 
new short sleeves. Fourth, evening 
things in nets, floral prints, taffeta and 
chantilly lace. Fifth, as a dramatic 
conclusion, a Molyneux spring wedding 
ensemble in mousseline de soie featur- 
ing the colors of monocco red and 
Molyneux blue. The wedding scene 
indicated two important fashion trends. 
First, a tendency to have the bride’s 
dress almost identical in style with 
those of her attendants. Second, the 
use of stronger colors to replace pastels 
in Spring bridal parties. 

The May Company revue brought 
out, among other things, a tendency 
to higher-cut footwear as a direct tie-up 
with the “gay ninety” fashion influence, 
and the use of many square-toed and 
sauare-heeled shoes indicative of the 
Margot age in sports things. Lower 
heels were tied up with shorter skirts. 
For modeling, two matrons were used, 
two junior misses, and eight misses. 

If crowds and enthusiasm are indica- 
tive of Spring business, the May Com- 
pany fashion show presages an un- 
usually active season of buying. 





Auerbach Shoe Department 
Remodeled 


SALT LAKE City, UTAH—The Auer- | 
bach shoe department is being remod- | 


eled and its size increased by one-third. 
Table displays will be eliminated and 
shoe shelving will be of concealed type. 
The department will also be sectional- 
ized for men’s, women’s, and children’s 
shoes. Display cases will be built into 
column supports to utilize all space and 
around-the-column display units will be 
installed. 

A women’s shoe salon will be another 
new feature in the department, this be- 
ing located at the rear of the depart- 
ment where most attention is concen- 
trated in walking back to the shoe 
department. Medium and high-grade 
shoes will be featured. 

Frank Martin, formerly of Keith 
O’Brien’s shoe department and Willard 
Alexander, previously connected with a 
Denver, Col., store are now connected 
with Auerbach’s. 





New Shoe Covers 


An innovation in shoe bags is a new 
shoe cover made of Cellophane cellulose 
film laminated to fine mesh blue scrim, 
and manufactured by Fabricated Prod- 
ucts Company, 129 West 30th Street, 
New York City. It is bound with tape, 
and has a tape loop so that it may be 
hung in the closet. 

These covers are moisture-proof, and 
this quality, combined with the fact 
that the blue color of the scrim is said 
to be non-tarnishing, prevents the tar- 
nishing of shoes kept in them. 


| 
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"Our while shoes must stand 


the white shoe 
cleaner 


problem” 


ORTHOPEDIC SHOES, Inc. 





ORTHOPEDIC SHOES, INC. 


is one of America’s most reliable shoe manufac- 
turers. This organization looks out for the best inter- 

ests of their dealers by making certain that every pair of 
Mera {Kas their shoes gives a full share of service and satisfaction to the 
cle LEANER re wearer. They, therefore, made a thorough investigation of the 
| white shoe cleaner problem and finally decided to recommend 
Shu-Sno. Then they went a step further and asked the women 
who had actually used Shu-Sno to tell them how it worked. The 
reports received proved that Shu-Sno will solve “the white shoe 
cleaner problem.” 


SHU-SNO White Shoe Cleaner was developed after three 
years research by an experienced leather and shoe factory chem- 


SHU-SN Oo is a neutral white shoe cleaner, 


free from alkali, developed especially to protect 








white upper leather. Shu-Sno removes dirt with- ist, to promote and protect the interests of shoe manufacturer 

out effecting the lesther in any wey. Shu-Sao and dealer. Shu-Sno is the best, most modern and efficient 

comes in a compact with a sponge. Two sizes: 

10c and 25c Retailers—100% mark-up for you. cleaner to recommend. 

SHU- SNO PRODUCTS ic O. 

xZxOWTJVUTtasOp Oo 
y ne | 
use this coupon please 

SHU-SNO PRODUCTS CO., Portsmouth, Ohio. (0 Full details regarding your special free goods offer. 

Gentlemen: We are interested in what you have to say about C) Reprints of the articles describing the results of your 


the white shoe cleaner problem. You may send us: laboratory research on white shoe cleaners. 
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Shoe Views 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, MARCH 28, 1936 


NATIONAL NEWS 





Shoe Flood Losses Total Millions 


Wholesale and Retail Concerns in and About Pittsburgh Suffer 
Heavy Damage—New England and New York 
State Affected Seriously 


PITTSBURGH, Pa.—The greatest flood 
disaster in the history of Pittsburgh 
caused damage to the shoe industry 
here conservatively estimated at $1,- 
000,000. The figure does not include 
the loss of business in the flood-stricken 
area for several weeks, which cannot 
be estimated. The leading shoe stores 
for men and women were affected, in- 
cluding the basement departments of 
Joseph Horne’s and Rosenbaum’s de- 
partment stores. Thousands of dollars 
worth of displayed stock was carried 
away by the raging waters and hun- 
dreds of thousands of dollars worth of 
goods were severely damaged. 

The area most affected includes, 
Duquesne Way, Penn Avenue, Liberty 
Avenue, part of Fifth Avenue and 
three blocks back from First to Ninth 
Street. On the other end of the Alle- 
gheny River, nearly four blocks of the 
business district was 15 feet under 
water, ruining a number of shoe stores 
in the North Side area. 

Among the shoe stores included in 
the more severely-damaged list are 
three wholesale firms: E. J. Baker 
Shoe Company, H. Childs & Company 
and Newell & Schneider Company, all 
located in the flooded Penn Avenue. 
Damaged retail stores include the 
Antioch Shoe Shop, Jenkins Arcade; 
Arch Aid Shoe Shop, Liberty Avenue; 
B. K. Alward Shoe Store, Jenkins 
Arcade; Art Preserve Shoe Shop, Stan- 
wix Street; Art Craft Shoe Store, 
Jenkins Arcade; Books Shoe Company, 
Third Avenue; Burt’s Shoe Store, Fifth 
Avenue; Cochrane & Cochrane shoe 
store, Wood Street; W. L. Douglas Shoe 
Company, Fifth Avenue; Enna Jettick 
Shoe Shop, Jenkins Arcade; Florsheim 
Men’s Boot Shop, Fifth Avenue; Free- 
man Shoe Shop, Jenkins Arcade; Gebs 
Boot Shop, Market Street; Hanover 
Shoes, Market Street; Health-Spot Shoe 
Shop, Jenkins Arcade; Jacob Horn’s 
shoe shop, Liberty Avenue; Kirby’s 
Shoe Stores on Market Street; W. M. 
Laird Company, Liberty Avenue; R. 
Bruce Murphy Shoe Shop, Wood Street; 
Natural Bridge Shoe Shop, Jenkins 
Arcade; Nisley Company, Fifth Ave- 





nue; Normal Shoe Company, Jenkins 
Arcade; Nunn-Brush Shoe Shop, Jen- 
kins Arcade; Regal Shoe Company, 
Fifth Avenue; Ritter & Morrison, 
Liberty Avenue; Stein Antioch Shoe 
Shop, Jenkins Arcade; Stetson Shop of 
Pittsburgh, Wood Street; Treadeasy 
Shoe Store, Jenkins Arcade; Van Dev- 
enter Shoe Company, Fifth Avenue; 
C. A. Verner Company, Fifth Avenue; 
Harry A. Vinton, Market Street; Wag- 
ner Brothers Shoe Company, Liberty 
Avenue; Wilby’s Shoe, Fifth Avenue, 
and Wise Shoe Company, Fifth Avenue. 

The basement shoe departments of 
Frank & Seder’s and Gimbels, both 
leading department stores, were slight- 
ly damaged. Most of the stock, how- 
ever, had been saved before the flood 
stage. 

Hip boots, rubbers and galoshes were 
at a premium during flood week. Kauf- 





DATES TO REMEMBER 


Leather Opening and Style Conference, 
Waldorf-Astoria, New York, 
Mar. 30, 31, 1936 
National Foot Health Week, 
April 13-18, 1936 
Spring Meeting Tanners' Council, White 
Sulphur Springs, Va....... May 7, 8, 1936 
Fall Opening, Shoe Fashion Guild of 
America, Waldorf-Astoria Hotel, 
May 18, 19, 20, 1936 
Boston Shoe Fair, Boston, Mass. 
June 8, 9, 10, 1936 
Ohio Shoe Retailers Association Conven- 
tion, Hotel Netherland Plaza, Cincin- 
GOs Sckcsnceornee June 14, 15, 16, 1936 


Wisconsin Shoe Retailers Association Con- 
vention, Park Hotel, Madison, Wis., 
June 14, 15, 1936 
Cal'fornia Shoe Retailers Association 
Convention, St. Francis Hotel, San Fran- 
GAR eo 5 rsce eee June 15, 16, 17, 1936 
Pacific Northwestern Shoe Retailers Asso- 
ciation Convention, Olympic Hotel, 
Seattle, Wash. ...... June 21, 22, 23, 1936 
Illinois Shoe Retailers Association Con- 
vention, Hotel Pere Marquette, Pierre, 
Me Sa cave teeeer June 21, 22, 23, 1936 





mann’s, leading department store here, 
sold its entire stock in several hours 
and rushed a plane to the East for 
additional orders. Business men in the 
stricken area paid any price for boots 
to get to their places and protect their 
damaged properties. No looting, how- 
ever, was reported, as the timely arrival 
of the National Guards checked any 
disorder. The 40 acres of the flooded 
downtown triangle were closely guarded 
for over a week, leaving into that area 
only those who had business or the 
men whose business places were under 
reconstruction. 

As far as could be determined im- 
mediately after the diseaster, all the 
shoe stores will be either repaired or, 
where the damage is too severe, rebuilt 
and the men in that area will start 
business anew. 

A boom in the shoe industry in this 
territory is almost a certainty. Not only 
will complete new stocks go into the 
stricken areas, but thousands of men 
and women who waded in muddy waters 
for days will be in the market for 
shoes. 

Many shoe men in the flood district 
have already started clearing out the 
wreckage, checking up on the remains 
and placing heavy orders for goods. 

The undamaged shoe stores which 
did a sensational business in the boots 
and rubbers line worked by candle and 
gas lamp lights, as the electrie light 
and power plants were completely out 
of commission for nearly a week. 


Johnstown Stores Inundated 


JOHNSTOWN, Pa—Suffering the 
worst flood since 1889, the complete 
business district here waded in 20 feet 
of water for over 48 hours last week 
causing a conservatively estimated loss 
of over $200,000 to the shoe industry. 
The town has been without light, heat 
or water for nearly a week and busi- 
ness in the entire district has been 
at a standstill. Hip boots, rubbers and 
galoshes are now in heavy demand. 

The rebuilding of many shoe stores 
here will be slow, as the independent 
dealers have been hit too severely. 

The shoe industry is also in a bad 
shape in the downtown sections of a 
number of towns in 18 flooded counties 
in this state. The most severely dam- 
aged stores are in Etna, Sharpsburg, 
Coraopolis, Aspinwall, McKees Rocks 
and Vandergrift. 

(Additional flood news on next page) 
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Shoe Flood Loss Totals Millions 


[CONTINUED FROM PAGE 53] 


New England Areas Affected 


HAVERHILL, Mass.—H averhill is 
water wrecked, light and power failing, 
and shops shutting down, the physical 
loss figured at $1,000,000 already, and 
the consequential loss will be greater. 

Like conditions prevail in other New 
England areas. Train service between 
Boston and Portland was suspended 
last Saturday morning. Motor trucks 
are flood bound on many New England 
roads. 

The probability is that shoe produc- 
tion is retarded, or halted in some New 
England cities and towns. Trucks can 
not get to factories with supplies, nor 
men to work. 





Springfield Stores Flooded 


New York—Charles Havranck, sales 
representative of M. Wolf and Son of 
Brooklyn, N. Y., returned early this 
week from Springfield, Mass., from 
where he was barely able to get out 
before the peak of the flood reached 
the city. He told of the disastrous 
conditions which he observed in the 
Connecticut River Valley. Transporta- 
tion was at a standstill, with trains, 
street cars and buses unable to run, 
due to the rapidly rising water. The 
lower part of the city, which borders 
the river, was covered with two feet 
of water and the level was rapidly 
rising when Mr. Havranck left in a 
hired car with a driver who was will- 
ing to chance the roads. These were 
fairly passable in the higher localities. 

The road to Hartford was impass- 
able, however, as it runs nearly paral- 
lel to the river, so the only route from 
the city was by the West Springfield 
bridge, which in ordinary times clears 
the river by a good 25 feet. At this 
time it had only two feet of clearance 
over the flooded river. West Spring- 
field was completely flooded, as was 
the lower part of Springfield proper, 
in which are located many stores and 
hotels, as well as the municipal build- 
ings of the city. 

The Forbes-Wallace Company and 
Albert Steiger Stores, both well known 
shoe retailers, were flooded up to the 
main floor on Wednesday when Mr. 
Havranck left the city, with the flood 
crest not yet passed. 

Several shoe travelers were stranded 
in the city from Wednesday until Sat- 
urday as Wednesday was the deadline 
for travel out of the city. Traffic over 
the West Springfield bridge was stop- 
ped at 7 o’clock, and as this was the 
only passable route out of the city, 
Springfield itself was practically 


stranded. The country between Spring- 
field and Hartford resembled a con- 
tinuous chain of lakes, some several 
miles in length, as viewed from the 
air. 





Endicott Shoe Factories 


Not Damaged 


Enpicott, N. Y.—While Binghamton 
and adjoining shoe towns of Endicott 
and Johnson City were in the path 
of the flood that swept through this 
section of New York State last week, 
leaving heavy damage behind, the shoe 
factories of Endicott-Johnson Corpora- 
tion were not seriously affected though 
production and shipments were de- 
layed by the demoralization of ship- 
ping facilities and the absence of 
workers. 

Many of the employees were less for- 
tunate, so far as their homes were 
concerned. The flood loss bore down 
all the more heavily on residents of 
this region because of the fact that 
the locality was also flood-stricken 
last Summer. Relief measures were 
instituted without delay and every ef- 
fort is being made to alleviate the 
disastrous effects of the flood. 





Wall Saves Portsmouth 


PORTSMOUTH, OH1I0O—The Ohio River, 
which smothered factory fires and 
flooded homes and business houses in 
the valley between here and Pitts- 
burgh, flowed swiftly past the city of 
Portsmouth high above the heads of 
most of the 44,000 citizens, sheltered 
securely behind protecting walls of 
steel and concrete. 

Of all the industrial centers in the 
valley each of Cincinnati, Portsmouth 
was the only city where business was 





Honored by Advertising Club 





St. Louis—Edward C. Robinson, employee 
of the advertising department of Peters Shoe 
Company, a branch of the International Shoe 
Company, receiving from Frank C. Hamilton, 
president of the Advertising Club of St. 
Louis, a silver cup suitably inscribed, an 
award annually presented by this club to the 
member of the Junior Advertising Club of that 
city who distinguishes himself by outstanding 
service to the latter organization. Mr. Robin- 
son's activities as chairman of a number of 
committees of the J. A. C. decided the award 
in his favor. The presentation took place at a 
recent dinner meeting of the Junior club. 
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conducted as usual; where smoke 
poured from factory chimneys; where 
workmen bent over their benches and 
householders went to bed at night 
without fear or discomfort since Pitts- 
burgh was inundated by a wall of 
water from the Monongahela and the 
Allegheny. 

For the second time in three years 
Portsmouth’s $750,000 investment in 
steel and concrete had paid dividends. 

Frank E. Sheehan, the New Eng- 
land Yankee who was called here by 
the Councilmen four years ago to serve 
as City Manager, estimated that the 
property damage inevitable without 
the wall would have been close to 
$1,000,000. .The weekly payroll in in- 
dustries here, which employ more than 
11,000 men, amounts to $350,000, and 
Mr. Sheehan said that a flood would 
have caused a shutdown of at least 
a week. 





N.Y.S.S.R.A. Convention 
Plans Progress 


RocHEsTER, N. Y.—Secretary Harry 
A. Chase, of the New York State Shoe 
Retailers Association, announces that 
acceptances for the 18th annual con- 
vention to be held at Hotel Seneca in 
Rochester, September 27, 28 and 29, 
have been received from manager Lee 
E. Langston, of the National Shoe Re- 
tailers Association; Merrill E. Watson, 
executive vice-president of the Tanner’s 
Council of America and Secretary 
James H. Stone, of the New England 
Shoe and Leather Association, of Bos- 
ton. 

About 40 reservations for display 
rooms have been made by shoe sales- 
men who cover New York State. As 
no participating fee is charged for 
exhibiting at these conventions, prac- 
tically all salesmen calling on the Em- 
pire State shoe merchants, will show 
their lines. 

The salesmen are also accepted as 
associate members. 

President T. Arthur Cohen, and Mrs. 
Cohen, of Albany, returned last week, 
from their two months’ trip to South 
America. They had a very enjoyable 
trip. Treasurer Leslie Gardiner, re- 
ports that the affiliation of the New 
York State Association with the N. S. 
R. A. has been completed. 





Takes on New Line 


PROVIDENCE, R. I.—Rhythm Step is 
a new line now being handled by Thos. 
F. Peirce & Son. Sales in the new line 
are very good, according to George E. 
Peirce, Jr. 

Windows at the Peirce store have 
recently been modernized, presenting 
greater attractiveness to their displays. 

Mr. Peirce reports business ahead of 
last year with prospects for a good 
Spring shoe business. Initial business 
in Spring shoes has shown blues a 
favorite. 





BOOT AND SHOE RECORDER, March 28, 1936 


Miss PEE-CHEE Whitt says- 


‘Only 1 white shoe cleaner- 
PDEE-CHEE-can give you my 
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PEE-CHEE PLATFORM FOR 1936 


1. We recognize the dealer’s overhead and 
cost of selling. We recognize the need for his 
loyalty and cooperation. 


WE THEREFORE ENABLE HIM TO REAL- 
IZE A VERY GENEROUS. PROFIT. 


2. We recognize our obligation to bring cus- 
tomers to our dealers’ stores. We recognize that 
just boasting about our fine product alone will 
not do it. 


WE THEREFORE ANNOUNCE A SPECTACU- 
LAR CONTEST. 


3. We recognize our obligation to do our part 
in moving PEE-CHEE off your shelves. We 
recognize the fact that it is our job to make 
your customers PEE-CHEE-minded—to reduce 
sales resistance. 


WE THEREFORE PLEDGE OURSELVES TO 
USE SPACE GENEROUSLY IN NEWSPA- 
PERS AND NATIONAL MAGAZINES, READ 
BY YOUR CUSTOMERS, THROUGHOUT 
THE SEASON. 


4. We recognize the value to you and to us 
of your counter and window space. We recog- 
nize the untidy appearance of individual pack- 
ages stacked or placed about on counters—and 
the time it takes. 


WE THEREFORE SUPPLY OUR DEALERS 
WITH AN _ ATTRACTIVE, COMPACT, 
SILENT SALESMAN DISPLAY UNIT. 
STARTS TO WORK FOR YOU THE MINUTE 
YOU LIFT IT FROM THE SHIPPING CASE 
TO THE COUNTER. AND IT OCCUPIES 
ONLY 4” x 6”! 


PEE-CHEE Cleaner Manufacturing Company 
Cleveland, Ohio. 


General Sales Dept.: 110 E. 42nd St., N. Y. C. 


Here is PEE - CHEE’S 
Silent Salesman Counter 
Display. 
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10,000 Valuable Prizes hh wait 
will be given away Fi Fe, 


to your customers, to you and to your salespeople. It will make 
PEE-CHEE the most talked-of, the most asked-for white shoe cleaner 
in America. Send for information regarding PEE-CHEE Contest. 


PEE-CHEE Wait: hos Canes 


When writing advertisers please mention Boot and Shoe Recorder 
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ZNEW AND IN STEP WITH 
FASHION’S STRIDE 


é 


{ 
| 


& 
~ 


To Manufacturer and Retailer alike, Texoid Sandal 

Strapping presents a fine opportunity to develop additional 
appeal in Sandals. 
New and attractive designs in several color combinations 
are available. A special chemical treatment makes this 
material practically waterproof and gives it outstanding 
durability in wear. Texoid conforms easily to the shape 
of the foot. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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Twenty-Four Anti-Chain Bills 





Strong Opposition Develops as Robinson-Patman Measure Nears 
Vote, and Passage Is Now Considered Doubtful 


WASHINGTON, D. C.—Strong opposi- 
tion to the Robinson-Patman Anti- 
Chain Store measure, on the part of 
chain organizations, economists and 
other groups, has made itself felt in 
Washington during the past 10 days, 
and passage of the measure, which was 
considered likely, is now held doubtful. 
One reason for this uncertainty is the 
reported desire of Administration lead- 
ers that Congress should pass a tax 
measure and adjourn as quickly as pos- 
sible. Some observers think it likely 
that the bill may pass the Senate and 
then be pigeon-holed in the House. 

In this session of Congress, 24 chain 
store bills have been filed, the majority 
of which are designed to prevent secret 
factory rebates, discriminatory adver- 
tising allowances and other merchan- 
dising abuses. 

The most advanced of these bills is 
the Robinson-Patman bill, which has 
been favorably reported to the Senate 
and which has been the subject of hear- 
ings before the House Committee. 

‘Most of the 24 bills touching this field 
of legislation propose methods of cop- 
ing with the problem of unfair allow- 
ances to large purchasers, but many of 
them go far beyond, and in the aggre- 
gate they propose a restoration of fair 
trade practice provisions resembling 
those in operation during NRA code 
days. From all of these proposals will 
be formulated one bill which will stand 
a very good chance of passage before 
adjournment, although the situation 
seems almost hopelessly muddled now. 

Meanwhile, Representative Patman is 
working on the draft of a bill which 
would restrict manufacturers to manu- 
facturing functions, and retailers to re- 
tailing functions, permitting neither to 
engage in both pursuits. This is cal- 
culated to protect the retailers from 
competition which is made unequal by 
reason of special considerations given 
by a manufacturer to his branches in 
the retail field. 

Representative Patman of Texas ad- 
vised the merchants to throw them- 
selves into politics, saying: “You are 
the first victims of monopoly. After 
you the farmer, then the consumer, then 
the wage earner.” 

Up to now no formal charges of price 
discrimination have come from the shoe 
field. Several of the national drug and 
grocery chains have been forced to sub- 
mit complete lists of advertising allow- 
ances, concessions and free goods ar- 
rangements. In the majority of cases, 
the explanation for the additional com- 
pensation is for preference in window 
and counter display and advertising 
and for cooperation rendered. 

Senator Robinson and Representative 
Patman, in identical bills, both request 
laws “making it unlawful for any per- 
son engaged in commerce to discrim- 
inate in price or terms of sale between 


purchasers of commodities of like grade 
and quality, to prohibit the payment of 
brokerage or commission under certain 
conditions, to suppress pseudo-adver- 
tising allowances, to provide a presump- 
tive measure of damages in certain 
cases and to protect the independent 
merchant, the public whom he serves, 
and the manufacturer from whom he 
buys, from exploitation by unfair com- 
petitors. . . Nothing shall prevent 
differentials in prices as between pur- 
chasers depending solely upon whether 
they purchase for resale to wholesalers, 
to retailers, or to consumers, or for use 
in further manufacture; nor differ- 
entials which make only due allowance 
for differences in the cost, other than 
brokerage, of manufacture, sale, or de- 
livery resulting from the _ differing 
methods or quantities in which such 
commodities are to such purchasers sold 
or delivered: Provided, however, That 
the Federal Trade Commission may, 
after due investigation and hearing to 
all interested parties, fix and establish 
quantity limits, and revise the same as 
it finds necessary, as to particular com- 
modities or classes of commodities, 
where it finds that available purchasers 
in greater quantities are so few as to 
render differentials on account thereof 
unjustly discriminatory or promotive of 
monopoly in any line of commerce; and 
the foregoing shall then not be con- 
strued to permit differentials based on 
differences in quantities greater than 
those so fixed and established: And 
provided further, That nothing herein 
contained shall prevent persons en- 
gaged in selling goods, wares, or mer- 
chandise in commerce from selecting 
their own customers in bona fide trans- 
actions and not in restraint of trade...” 

The Patman Committee was startled 
when Charles F. Adams, treasurer of 
the First National Stores (a grocery 
chain which does an annual business of 
$100,000,000) warned that the law 
would cause bootlegging of discounts 
and allowances and illustrated how a 
dealer may “beat the devil around the 
stump.” He instanced the milk price 
scale in Boston. A producer, he related, 
may sell a restaurant owner some milk, 
billed at the fixed price, then make a 
hopeless bet with his purchaser, and 
pay off. “That is not against the law,” 
he reminded. 


—_—. 


Contract Set for New 
General Shoe Factory 


LEWISBURG, TENN.—Definite assur- 
ance that the General Shoe Corporation 
will establish a factory here has led 
the city to award a contract to C. S. 
Sanders, building contractor, for build- 
ing a plant to house the factory. The 
plant will be ready for operation by 
June, it was said. 
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Pied Piper Shoe Co. 


Exclusive Manufacturers of Feature Juvenile 


Footwear for more than Twenty Years 
Wausau - - - Wisconsin 
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THE “dirt” ON TRENCH SHOES 
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Digging ditches requires work shoes that can “‘take it." That's the 
time to be ready with “ORIGINAL CHIPPEWA’S,” the quality shoe 
with a reputation for service. These numbers were especially designed 
for Utility Maintenance Men, Road Work, Highway Construction, and 
Men of the Soil. The natural retan uppers add moisture resistance and 
durability, and the nailed and sewed construction of the heavy duty 
soles gives longer wear and service. Notice the shovel plate attached 
for spading. These two numbers added to your work shoe section will 
add many new friends and customers for your store. Carried in-stock 
for immediate delivery. 


Number 3065...Natural Retan Nailed. 
Trench shoe with steel horseshoe heel 
plate and riveted-on spade plate, plain 
toe, half velvet gusset, all nickel eyelets, 
grain insole, double 
oak soles, with rub- 
ber tap, leather heel. 
Last 42, in-stock EE 
width, sizes 6 to 1/1. 


Number 3103... Nat- 
ural Retan 8 in. 
Nailed. Trench shoe 
with steel horseshoe 
heel plate and riv- 
eted-on spade plate, 
full velvet gusset, 
outside counter 
pocket, all nickel 
eyelets, grain insole, 
double oak sole with 
rubber tap. Leather 
heel. Last 42, 
stock EE 

sizes 6 to II. 


IN STOCK 
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Catalog and 
particulars 
on request. 


CHIPPEWA 6HOE MANUFACTURING COMPANY 


NONE BETTER LPP EWA I , 





Chippewa advertising now reaches 1,259,753 Farmers. 
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Make Slippers Year-Round 
Profit Makers 


[ CONTINUED FROM PAGE 46] 


sales are at their lowest, slippers are displayed on 
every other one of these wall boards. 

Slipper displays on these wall boards are grouped 
to represent a unit price. That is, all slippers on one 
section selling for $1.00, $1.29, $2.25 or what- 
ever the price may be. The price of the group is 
clearly marked at the top of each sectional display. 

Slippers are advertised in newspapers and windows 
and 12,000 direct-mail folders which are sent out in 
all statements. These latter feature no prices, but 
emphasize McWhirr’s large slipper display, inviting 
people to visit the department. 

The big selling seasons of the year are Christmas, 
vacation time and school opening time. The Christmas 
season is launched in full swing before Thanksgiving, 
Mr. Dube having found that the earlier the better, so 
far as sales and profits go. 


New Policy Increased 
Sales, Lowered Costs 


PawtucKeT, R. I.—Since Louis Ackman assumed 
charge of the shoe department at Shartenberg’s one of 
the city’s largest department stores, in June, 1935, 
sales have increased to a gratifying percentage, selling 
costs have been decreased and costs of shoe repairs 
and complaint adjustments have been lowered very 
materially. 

When Mr. Ackman took charge of the department 
he at once started a major readjustment of stock. In- 
stead of having a great many styles in only limited 
sizes and widths, Mr. Ackman closed out the un- 
desirable stock and stocked the department with fewer 
styles, but with all sizes and all widths. 

“By so doing,” explains Mr. Ackman, “we are able 
to offer complete size and width ranges in every num- 
ber that we carry, which creates a better consumer 
acceptance of our shoe department than otherwise. 
Too, we are able to fit our customers much better than 
as if we were limited to a few widths. 

“We also revamped our price lines, simplifying 
our price ranges to include three major lines: $2.98. 
$3.98 and $6.50 shoes for women. Previously, there 
were more than twice as many price levels which only 
tended to confuse customers and play havoc with the 
stock efficiency. By concentrating upon three major 
price lines far enough apart to avoid conflict with 
one another, we are able to sell all needs. 

“Following this reorganization of stock principles. 
we have increased our stock turnover 100 per cent. 
which indicates our progress. 

“Through proper fitting, we have also been able 
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to bring about a much larger return business and we 
have noticed many new faces in the shoe department. 
Ii was only a few days ago that an executive of the 
store complimented me upon the number of new faces 
he was seeing in this department.” 

This stock reorganization, in addition to permitting 
better fitting, has reduced complaints, the cost of ad- 
justing complaints and has improved the financial 
part of stock investment. With better fitting, Mr. 
Ackman finds that his customers do not return for the 
many small, yet expensive adjustments such as raising 
or lowering heel lifts, arch adjustments and such. It 
is through proper fitting that they have reduced the 
complaint adjustment costs a great deal. 

And this is not because they do not invite returns 
for adjustments. In fact, Mr. Ackman maintains a 
complete name and address file, following up with a 
postal on all purchases, inviting the purchaser to 
come back if the shoes are not in every way satisfactory. 

Another system used by Mr. Ackman is to write to 
all customers who have not bought something in his 
department in the previous month. He reasons that 
the average family should be considered a regular, 
monthly prospect for any shoe department. Such fol- 
low-up messages often bring to a head some dis- 
satisfaction and they usually remind the person of 
shoes. : 

Advance postal notices are always used to give old 
customers a chance to select shoes from regular sale 
stock in advance of the public sales. One recent pro- 
motion of this type gave the department an all-time 
record, since more shoes were sold on the first day 
than for any other day in the history of the store. 

Mr. Ackman maintains an effective stock record sys- 
lem, one sheet being maintained for each number in 
stock. Vertically, at the extreme left of the sheet, are 
recorded sizes, while horizontally, at the top of the 
sheet, are widths. Under each width classification are 
the initials R S O, denoting received, sold and out. 
The latter denotes any stock that is received but is 
not sold, but is shipped out for one reason or another. 
Thus, Mr. Ackman has a definite record of stock on 
hand, sales in each width and each size. 


In conjunction with this record, Mr. Ackman also 
uses a system of red, green and yellow tabs which are 
attached to these stock sheets to denote respectively 
danger, good and caution. Thus, a green tab on a 
sheet indicates a good seller, which is watched very 
carefully to maintain complete stock. A red tab de- 
notes danger and these are closed out as soon as pos- 
sible. Yellow tabs denote slow sellers and these are 
given more prominent display and are talked up by 
all salespersons. P.M.’s of 25 or 50 cents are given 
on stock definitely placed in the danger zone. 

Simplification of stock, carrying of all widths. 
proper fitting and efficient follow-up of all customers 
have given Shartenberg’s a more profitable shoe busi- 
ness, 


| 
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VERNA 


In Stock 


No. 1474—Blue Kid, Self Stitched with 
Blue Patent Plug and Strap. 

No. 1574—White Kid, Self Stitched. 

160 Last, 16/8 Continental Covered Heel. 


=@ RETAILERS..WITH A POSITIVE PROFIT 


HOGE-MONTGOMERY CO. Ine. 


KENTUCKY 


FRANKFORT 





IN-*- STOCK 


BOYS’ OXFORDS 
ue 


® Genuine Oak 
Bend Leather 
Soles 


® Smooth Gun Metal 
©@ Rubber Heels 






2406 Boys’ $1.50 
2408 Little Gents’ $1.40 


Packed in 
Cases 


Boys’ 1/6 2!/2/6 
C&D Wide 


Little Gents’ 
12/1342 D Wide 


Terms Net 30 Days 


12 Pair 





2402 Boys' $1.50 
2403 Little Gents’ $1.40 


Order Samples or 
Cases Today 


ALTMAN BROS. 


CINCINNATI, OHIO 
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Men's Shoes 
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3018) 2 
“HIGHEST GRADE ONLY" 


EAST WEYMOUTH, MASS., U.S.A. 











Children's Footwear | 
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MRS. DAY’S IDEAL BABY SHOES 
: Infants’ Soft Soles.. 0-3 | 
Intermediates ...... 1-5 
Flexible Hard Soles. 2-8 
Send for In-Stock 
Catalog 


MRS. eave IDEAL BABY 
Locust St. 





Danvers, Mass. 
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LARGEST FLOOR STOCK 


; dall | 
3 Kinken 

= BOOT CO. 
o Omaha, Nebraska 

al Exclusive Manufacturers 
r Catalog on Request 








ENGLISH 
RIDING 
BOOTS 


Tan or Black, 
for Ladies and Men 


Write for new catalogue to the 
English Bootmakers 


MANFIELD & SONS 
1636 Ranstead St., Phila., Pa. 



























F. C. Martin Manages Boyd's 

CoLumBus, GAa.—F. C. Martin, for- 
merly of Jacksonville, Fla., has been 
named manager of Boyd’s Shoe Store 
here. He succeeds Jack Arlen, who has 
been transferred to Jacksonville as 
manager of the Boyd’s Shoe Store 
there. Mr. Martin has served with the 
Boyd organization for the past five 
years. 
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On the Road With Shoes 


Shea Made Sales Manager 


BROCKTON, MAss.—Francis L. Shea, 
superintendent of the Barbour Welting 
Company, and one of the most widely 
known young executives of the New 
England allied trade, has been made 
sales manager of this company, succeed- 
ing the late L. Henry Gilson, according 
to an announcement made last week 
by Perley Barbour, president of this 
well-known welting house. 


























FRANCIS L. SHEA 


Mr. Shea brings to his new office a 
wealth of experience obtained both from 
the factory and from sales and mer- 
chandising, having worked closely with 
his predecessor for the past four years 
on this end of the business. He joined 
the Barbour Welting organization as 
a young man in 1917 and came up from 
the ranks to the position of superin- 
tendent. Later, as superintendent, he 
was given complete charge of the welt- 
ing plant. He has a legion of friends 
in the East and is certain to make 
many more in his contacts on the road. 
He is also one of the State’s leading 
amateur golfers. 


L.A. Travelers Postpone Show 


Los ANGELES, CALIF.—In order to 
cooperate fully with the California 
Shoe Retailers Association, the Shoe 
Travelers Association of Los Angeles, 
at its last meeting, voted to forego its 
Semi-Annual Style Show, usually held 
in this city during June. All members 
are being urged to attend the June 
meeting of the retailers in San Fran- 
cisco and in turn to use all their in- 
fluence among their customers to per- 
suade them to attend also. Merchants 
will be asked to confine their purchases 


News of Travelers and Associations 








to this coming show as much as pos- 
sible. 

A 20 per cent increase in membership 
was reported by Secretary-Treasurer 
Ned Dryfus. Under the leadership of 
President B. A. Selser and Vice-Presi- 
dent H. E. Hutchinson, many topics 
pertinent to the traveling men, such 
as style trends, rates, accommodations 
and an exchange of experiences with 
accounts in this territory came up for 
discussion. Plans were formulated for 
next January’s Shoe Exposition, to be 
held under the auspices of this associa- 
tion, with many new ideas proposed. 


R. W. Phipps Joins Blue Ribbon 


St. Louis, Mo.—R. W. Phipps has 
joined the sales staff of Blue Ribbon 
Shoemakers, Inc., division of the Brown 
Shoe Company. Mr. Phipps will cover 










R. W. PHIPPS 


the middle western states calling on 
retailers in the larger cities with Blue 
Ribbon’s well-known line of Natural- 
izers. He was formerly with the Senack 
Shoe Company, a chain of women’s shoe 
stores, as secretary and merchandise 
manager for the past 13 years. His 
successor at Senack has not yet been 
named. 


M.S.T.A. Nominates Officers 


DETROIT, MicH.—The newly formed 
Michigan Shoe Travelers Association 
nominated its first permanent officers 
at a meeting held recently at the 
Detroit-Leland Hotel. Election will 
take place on April 4 at the same 
location. 

The Michigan association, according 
to H. A. Becher, temporary secretary, 
has a present membership of seventy- 
five, having already enrolled about 
seventy-five per cent of the traveling 
shoe men of Michigan. 
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Eugene L. Wyman Heads 
Boston Boot and Shoe Club 


Boston, Mass.—Eugene L. Wyman, 
of the United States Leather Com- 
pany, was elected president of the 
Boston Boot and Shoe Club at its an- 
nual meeting held March 18 in the 
Hotel Statler. The meeting was the 
282nd to be held since the club was 
organized by the founder of the Boot 
AND SHOE RECORDER, the late W. L. 
Terhune, to whom tribute was paid in 
a resolution introduced and read by 
A. W. Donovan. 

Features of the meeting were the 
reading of an original poem by C. C. 
Hoyt, brief addresses by Mr. Donovan 
and A. H. Vogel, Jr., all past presi- 
dents of the club; and an address by 
Donald J. Reed, of the Massachusetts 
Federation of Taxpayers’ Associations. 
It was decided, also, to appoint a spe- 
cial committee of five members to co- 
operate with the New England Shoe 
and Leather Association in preparing 
for the annual Boston Shoe Fair. 

Newly elected officers other than Mr. 
Wyman, are: 

First vice-president, Francis B. Mas- 
terson, Hub Shoe Co.; second vice- 
president, Harry E. Gardner, American 
Oak Leather Co.; third vice-president, 
William W. Leavitt, Arnold Bros. & 
Co.; secretary, James H. Stone. 

Executive Committee—Charles T. 
Cahill, United Shoe Machinery Corp.; 
John E. Daniels, John E. Daniels 
Leather Co.; William A. French, Stacy- 
Adams Co.; Maxwell P. Gaddis, Hut- 
chinson-Winch Co.; Ellis Gordon, Ellis 
Gordon & Son; James T. Gormley, Day- 
Gormley Leather Co.; B. Stanley Jor- 
dan, Jr., Dungan, Hood & Co.; C. Harry 
Miller, Brookline; W. J. McHenry, The 
Linen Thread Co.; Everett T. Packard, 
Avon Sole Co.; Ernest B. Southworth, 
Geo. E. Belcher Co.; and James T. 
Keating, James T. Keating Co. 


Shoe Club to Welcome 
Style Conference Visitors 


New YorK—The Shoe Club of New 
York has perfected plans to act as host 
to those attending the American Leath- 
ers and Style Conference on the eve- 
ning of March 30 in the Hotel McAlpin 
Grill Room. The party will begin at 
10:30 p. m. sharp, thus allowing plenty 
of time for those attending the confer- 
ence to be there when the music starts. 

Music for dancing will be furnished 
by Enoch Light’s famous radio orches- 
tra and Barney Kimless, Harry Kushins 
and Ronnie Mermelstein promise some- 
thing new and amusing in the way of 
entertainment. 

The party is to be informal; the 
tickets are on sale at the Shoe Club, 
Inc., Hotel McAlpin, and the price is 
$1.50 per person, the proceeds of which 
are to be used for the Shoe Club Wel- 
fare Fund which has done such out- 
standing work since its inception. 
Everyone in New York associated with 
the shoe or leather industry in any way 
is cordially invited to attend. 
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Staff 


BALTIMORE, 
Mp.—D. Myers 
& Sons, Ine, 
have recently 
made _ several 
additions totheir 
selling force, 
namely: Ronald 
L. Rule, 228 
Arcade Bldg., 
Los Angeles, 
Calif. Territory: 
California; 
James Conner, 1243 Beechwood Ave., 
New Albany, Ind. Territory: Ohio, 
Western Virginia, Tennessee, Ken- 
tucky; Galo Menendez, San Miguel 167, 
Piso 3, Havana, Cuba. Territory: 
Cuba. 

Mr. Rule has quite a following in 
California, having offices with his 
father, George R. Rule, who, represents 
a well known shoe manufacturer. 


J. J. Walsh to Style Sunlight Line 


St. Louis, Mo.—John J. Walsh, for 
the past four years style man with 
Milius Shoe Company, St. Louis, has 
become associated with Hamilton- 
Brown Shoe Company where he will 
style the Sunlight novelty line of the 
Independent branch of Hamilton-Brown. 
Mr. Walsh is representative of the 
younger element in the shoe business 
who in recent years have been making 
rapid strides. 


Join D. Myers Sales 
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Ronald L. Rule 
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Opens California Headquarters 


GLENDALE, CALIF.— FE. Kappel has 
made his headquarters at 348 West 
Patterson Street, in this city and will 
operate from this point in covering his 
California territory. He represents the 
Herbst Shoe Manufacturing Co. of Mil- 
waukee, and carries the complete lines 
of Child Life, Tom Boy and College 
Chums for growing girls. <A very fine 
Spring and Summer business is being 
written. 


Morley With Elmore Shoe Co. 


Los ANGELES, CALIF.—Ankeles Mor- 
ley is now covering the territory from 
Denver west for the Elmore Shoe Co. 
of Brooklyn, N. Y. At the present time 
he is in his Oregon and Washington 
territory and reports a very satisfac- 
tory business. Headquarters are at 
Lankersheim Hotel, this city. 


Jack Ford Ill in South 


ATLANTA, GA. — Friends of Jack 
Ford, popular representative of the 
Walter Moore Shoe Company, Mil- 
waukee, will regret to learn that he is 
in United States Veterans’ Base Hos- 
pital No. 48, in Atlanta, seriously ill 
with pneumonia. He was taken ill in 
a local hotel, and friends in the shoe 
business here secured his removal to 
the hospital. 
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ners 
in Our Spring '36 
IN-STOCK Line! 


The trend is to sports shoes—but they must be 


smart! 


And smart they are when they are Betty 


Anns. Sport Shoes with style appeal, true comfort 
and long wear. 


Take our word for it—Betty Anns are the kind of 
shoes that will sell in big volume this spring and 


summer. 


Youthful styles—for young women and 


all women. Fresh originality keyed up to the new 


season! 


Order now from the new In-Stock catalog. 


If you haven’t a copy, write or wire and we'll send 
one at once. 


EXCELSIOR SHOES, 
A Selby Subsidiary 


Inc. 


Portsmouth 


Belly 
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Obituary 


Charles Parker Vaughan 
PHILADELPHIA — Charles Parker 
Vaughan, 69, president of Dungan, 


Hood & Co., one of the country’s lead- 
ing glazed kid tanning concerns, and 
a former president of the Philadelphia 
Chamber of Commerce, died Friday 
of last week in Methodist Hospital fol- 
lowing an operation. He lived at 
Fifty-eighth Street and City Line Ave- 
nue, Overbrook. He had been a patient 
in the hospital since December. 

Mr. Vaughan was a director of the 
Corn Exchange National Bank and 
Trust Company, a director of the Phila- 
delphia Mutual Life Insurance Com- 
pany, a past president of the Rotary 
Club, former director and vice-presi- 
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LARGEST 


BOOT STOCK 


in America 


Domestic and imported 
For Immediate Delivery 


Men’s, Women’s, Children’s 


Boots for Riding 


Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


1239 Broadway 
New York City 


Dallas, Texas 


524 Santa Fe Bldg. 























instantly 









PROVIDENCE, R.1. 





Works like magic. 
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Shoe Cleaner 
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New! INSTANT WHITE 


Dries 
as smooth as velvet. 


A Headliner for All Smooth Leathers 
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dent of the Manufacturers and Bank- 
ers Club, former vice-president of the 
New England Society and former vice- 
president of the Union League. 

As head of the Philadelphia Cham- 
ber of Commerce he served three 
terms. 

He was born in Portland, Me., Feb. 
17, 1867, son of Mr. and Mrs. J. War- 
ren Vaughan. He lived for some years 
in Peabody. In his youth he attended 
Phillips Andover academy. Bucknell 
conferred a doctor of science degree 
on him in 1921. During the war he 
was very active in loan campaigns. 

He, with his brothers, George C. and 
Major Ira Vaughan, both new de- 
ceased, built up the largest leather 
working machinery concern in the 
country. He was chairman of the 
board of trustees at Bucknell and a 
former president; a director in the 
Fidelity Mutual Insurance Co. in 
Philadelphia, director of the Corn Ex- 
Exchange National bank in Philadel- 
phia, a former vice-president of the 
Union League, a former director of 
the Philadelphia Country Club, former 
president of the Bellevue Hotel Corp. 
of Philadelphia, chairman of the board 
of directors of the Dungan, Hood & 
Co. of Philadelphia and a former pres- 
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ident of the Philadelphia Chamber of 
Commerce, 

He is survived by his wife, Mrs. 
Fanny (Thomas) Vaughan; also two 
daughters, Mrs. Harry H. Hellerman, 
Jr., of Overbrook, Pa., and Mrs. Wil- 
liam D. Watson, Jr., of Haverford, 
Pa.; four grandchildren, and a sister, 
Mrs. Melville Woodbury of Beverly. 

Funeral services were held in Phila- 
delphia, Monday, and also at Blake 
Memorial chapel in Harmory Grove 
cemetery, Salem, Wednesday. 





Earl E. Sprague, Sr. 


San Dieco, CaLir.—Ear] E. Sprague, 
Sr., died here following a sudden at- 
tack of appendicitis, aged 52 years. He 
was stricken while at work, then taken 
tc a hospital. His home was in Los 
Angeles. A widow and a son, Earl E. 
Sprague, Jr., survive. Mr. Sprague 
represented the Williams Manufactur- 
ing Co. of Portsmouth, Ohio, on the 
West Coast and was assisted in this 
work by his son. ° 


Carlos Reese 


St. Louis, Mo.—Carlos Reese, west- 
ern division sales manager of the 
Roberts, Johnson & Rand Shoe Com- 
pany, died at his home Thursday, 
March 12, of heart trouble. Mr. Reese 
started his career as a shoe man in 





















CARLOS REESE 


1899, carrying a line of shoes on the 
road for Roberts, Johnson & Rand. 
Later he was brought into headquarters 
and put in charge of the house sales 
department. This led to his finally 
being given the job of handling the 
Western Sales Division. 

He was active in association work, 
having served as president of the St. 
Louis Shoe Manufacturers Association 
in 1931-1932. He is survived by Mrs. 
Celeste Michel Reese and three chil- 
dren, Carlos, Jr., Eugene and Celeste 
Marie Reese. Funeral services were 
held March 14 at 2 P. M. 
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August Chandonne 


GirarRD, OH10o—After an illness of 
three months, August Chandonne, for- 
mer vice-president and manager of the 
Ohio Leather Company died at Jaun 
Les Pins, France, March 2, 1936, and 
was buried in Lyons a few days later. 

Mr. Chandonne was born May 4, 
1856, at Lyons, France. At the age of 
32 he arrived in the United States and 
was employed in various tanneries in 
Newark, Chicago, Milwaukee, Little 
Falls and Toronto. In 1901 he moved 
to Girard, Ohio, became interested in 
the Ohio Leather Company and later 
became vice-president and manager. In 
the year 1922 he retired and returned 
to Lyons, France, to make his home. 

He is survived by his widow, Hen- 
riette, and two daughters, Mrs. Jean- 
rette Dorrego of Spain and Mrs. Hilda 
Newman of Freeport, III. 

August Chandonne helped to lay the 
ground work for the present organiza- 
tion. His death is felt very keenly by 
all, not only the executives and men 
who worked with him, but many friends 
throughout the leather trade who knew 
him. 


Joseph Pietzuch 


GLENDALE, CALIF.—Joseph Pietzuch, 
late of The International Shoe Com- 
pany, passed away at his home in Glen- 
dale, March 15. He was close to 70 
years of age. 


JOSEPH PIETZUCH 


Mr. Pietzuch was a shoe man of wide 
renown, having been in the shoe busi- 
ness for many years. Thirty years ago 
he was a buyer at the H. & S. Pogue 
Company in Cincinnati. Later he went 
with the Thomas G. Plant Company in 
charge of the Queen Quality Shoe 
Store on Race Street in Cincinnati. In 
1924 Mr. Pietzuch joined the Shoe Spe- 
cialty Mfg. Company, a branch of In- 
ternational Shoe Company, and was put 
in charge of the orthopedic department. 
He retired in 1981 and settled in Cali- 
fornia. His chief interest was always 


1936 


in the orthopedic type of footwear. He 


was the inventor of the famous Piet- 
zuch Foot Guide Rubber Heel which 
has been used on high-grade orthopedic 
lines for the past 15 years. 

The funeral was held in Glendale, 
Calif., March 19. 


Fred A. Howard 


Boston, Mass.—Fred A. Howard, 
nationally-known leather chemist and 
often referred to as the “trouble man 
of the shoe and leather industry,” died 
at his home in South Easton, Mass., 
recently at the age of 82 years. His 
contributions to the art of tanning and 
the handling of leather in shoe fac- 
tories were so numerous and so varied 
that one shoe manufacturer estimated 
he had saved the company $500 a day. 
One of his early contributions to the 
science of leather chemistry was a 
solution later adopted for use in the 
tanning of hemlock soles—a process 
which gave the leather a degree of 
pliability not possible of attainment 
until his research developed the correct 
formula. Leather waterproofing ma- 
terials, now on the market and in com- 
mon use, owe their existence to his 
laboratory experiments. 

As a hobby, Mr. Howard raised 
strawberries and, bringing to bear on 
the chemistry of the soil all his knowl- 
edge of chemistry in general, he suc- 
ceeded in perfecting the now familiar 
“Wild Wonder Strawberries.” The so- 
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called “Dustless Duster,” a chemically 
treated cloth, also was given to the 
world by this indefatigable worker. 

The factory in which he worked 
and in which many of his inventions 
were made, is in Brockton. 





George D. Williams Opens Store 


PORTLAND, ORE.—George D. Williams 
has resigned as manager of the local 
Florsheim Shoe Store, after serving for 
the past 29 years. He has purchased 
the stock and fixtures of John A. Simp- 
son and will continue the business at 
the address of the latter, which is the 
corner of Washington and Park Ave- 
nue. The name of the store has been 
changed to the George D. Williams 
Shoe Co., Inc. Thomas J. Swivel has 
been appointed as assistant manager. 
The new firm will continue to carry 
the Bostonian line, which has _ been 
established in this store for many years. 


Collins-Morris Increase Output 

OWENSVILLE, Mo.—The Collins-Mor- 
ris Shoe factory, which opened six 
months ago, is now making 4000 pairs 
of juvenile shoes a day. This factory is 
the largest in the world making this 
type of Compo Shoes. Four Compo 
Conveyors are in use at present, and 
the schedule for the coming season, call- 
ing for an increase of from 4000 to 5000 
pairs, will require the installation of 
another conveyor. 





Taylov 


IN STOCK 


by TAYLOR 
CRAFTSMEN 


E. E. TAYLOR CORP. 





lade BRIARBUCKS 


Write for Catalog 
entitled 


We are meeting the demand from 
more and more men who insist on 
wearing ruff leathers, and who are 
enjoying the unusual comfort of extra heavy crepe soles. 


The Gray Briarbuck Oxford as illustrated, is In Stock 
as well as three other colors... Brown, Blue and White. 


BROCKTON, MASSACHUSETTS 
















Women's Shoes 





KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 


IN 
STOCK 


No. 252 
Black Kid _ blucher 
oxford; 25 last; 
leather lined; 
. 12/8 heel; rub- 


VAUGHAN TOWLE CO, 


A division of L, B, Evans’ Son Co, 


WAKEFIELD MASS. 








LOMBARD °° s2555° 


Modern Turn Shoes That Fit 
WILL NOT GAP 


773 
anne New "SHORT BACK" Last 


in Stock 30 STYLES Send for 
AAnt* {N STOCK catalog 3 





LUMBARD SHOE CO 


Liquid Wax 


APF EF AP Pe Pe 


SLT Teresa] 


Liquid SHOE WAX 


Dries glossy but does 
not contain shellac. 
Made of pure wax. 

@ Does not crack 

@ Preserves 

@ Waterpreof 
Revolutionary — easier 
—lasts longer. Correctly 
priced. Sold only thru 
shoe trade. REE 
Goods Now! 


FRANKLIN RESEARCH COMPANY 


5134 LANCASTER AVE., PHILA., PA. 
FREE SAMPLE ON REQUEST 



































Uptown Shoe Men of 
Cleveland Meet 


CLEVELAND, OHI0O—The Uptown Shoe 
Store Association, composed of nine 
neighborhood shoe merchants, held a 
banquet recently at the Statler Hotel. 
Eliot Ness, safety director of Cleve- 
land, was the principal speaker. 

The purpose of this organization is 
to bring together the neighborhood shoe 
merchants in a cooperative movement. 
The officers of the association are: 
Adolph Wachsberger, president and 
secretary; Joe Grossman, vice-presi- 
dent; Joe Stein, treasurer. 
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New All-Round Sandal Popular 








New York—A new sandal for all-round wear will appear in severa! New York stores in the 


near future when deliveries are made. 


This new sandal is made for men, women and children with the women’s sandal made with 
or without a heel. These sandals are entirely hand-made with the uppers hand-woven. They 
are made by G. W. Steele, an Argentine living in Philadelphia where the sandals first made 


their appearance with unusual success. 


Mr. Steele made these sandals in his spare time on 


an average of 14 pairs a day but with their increased popularity he now devotes his entire 
time to their making, taking on additional help and stepping up production to 400 pairs a 
month. A varied assortment of patterns are available in all colors. 

Thomas F. Whelan, Jr., who represents the Teeple Shoe Company with offices in the Mar- 
bridge Building in New York, is handling this new sandal line. 





Fall Style Outlook as Seen 
by Movie Designer 
HOLLYwoop, CALIF.—Fall styles for 


women’s shoes will open decidedly dif- 
ferent than heretofore, declares Orrie 
Kelley, fashion designer at Warner 
Bros. studio in Hollywood. In after- 
noon shoes he sees practically no gab- 
ardine, but plenty of smooth finished 
leathers, together with a great many 
suedes. Many high colors in the smooth 
leathers, such as plum, cherry, mauve 
and violet, will be utilized in skillful 
blendings, such as plum and mauve, be- 
sides being shown in solid colors. 

Real short vamps, with heels from 
16 to 24 eighths, mostly on round and 
square toes, will feature the Fall shoe 
picture as this authority views it. Mr. 
Kelley is very partial to square toes 
and is detailing them in several pic- 
tures which will be released in the late 
Summer and early Fall. He also has a 
decided liking for the broad straps. 
More high colored suedes will also be 
practical this Fall. One change seen 
here will be in the use of leather bind- 
ings for treatment, instead of pipings 
as formerly used. 

The background of these forecasts 
lies in the belief that women’s suits 
have not commenced to sell. Many 
brand new suit ideas are to be shown 
in movies and will have a decided in- 





fluence in further popularizing this 
trend for the Fall and Winter season. 
Mr. Kelley emphasized the fact that the 
entire suit vogue had its origin in movie 
styles. 





Centennial Booms Dallas Trade 


Dautuas, Tex.—“Business is so good 
here that we are having a hard time 
getting enough salesmen to care care 
of all our customers,” said Donald Max- 
well, A. Harris & Co. Mr. Maxwell 
is district manager for Queen Quality 
with headquarters in the Harris shoe 
department. “We are buying so heav- 
ily that all of our shelf space is full, 
and we are having to use ledges for 
stock. We have $20,000 more stock now 
than we had this time last year. Un- 
doubtedly much of the unusually fine 
business coming our way is due to the 
Centennial Exposition visitation. The 
Centennial begins on June 2 and will 
probably last two years, a big boom 
for us, we believe.” 


Shoe Exhibit at Food Show 


LA Crosse, WIS.—A feature of the 
three-day Home and Food show held 
here March 19, 20 and 21 was a style 
show with living models portraying 
footwear by the Arenz Shoe Co, Hun- 
dreds of people attended the show. 
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Inflates 11” x 6”, assorted colors. balloons. 
$10.00 per 1,000 with order, bal- 
including im- ance C.0.D. 
print. 1,000 minimum 
$13.50 per 1,000 ld. 


with noisemaker Lots of 
or squawker at- more, 2% 
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tached. days, 30 days 
Terms: h 
sh, postage proved credit 

H a id, or 25% rating. 





THE 7 Nes RUBBER 





























Say "Hello" to a 
good "Buy"! Stay 
Hf this New 26- 
story hotel... @ 
coast-to-coast pat- 
ronage is your as- 
surance of satisfac- 
bry aa Times 
sou is all 
ROUND fF... 
a stone's throw to 
“Radio City," 69 
theatres and rail- 
road terminals. 














45th Street, Just West of Times Square. 
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Modeled 
BALLOON TOYS 


AN UNDENIABLE 


ES BOOSTER for you 


Let the kiddies sell the grownups 


loon toy that looks like a shoe, but 
when inflated, assumes the regular 
balloon shape. 
released, these clever toys return to 
their original modeled shape. Lots 
of fun for the youngsters. 

Also a complete line of conventional 
Sponge 
Balls, inflated balls and rubber nov- 








W. Stiles Koones, Mgr. 
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“Shoe” balloon—a bal- 
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EXTRA FINE QUALITY 
PIG LEATHER INSOLE 


CELASTIC TOE BOX 
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You Repeat Your Profits with 
‘America s Finest Comfort Shoes”’ 
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VENTILATION 
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Bright, quiet, tich- 
ly furnished rooms 
with baths — deep, 
soft "sleepyhead" 
beds and all up-to- 
the-minute conve- 
niences. Rates be- 
gin as low as $2.50 
single—$3.50 doub- 
le. Write for reser- 
vations to insure 
choice accommo- 
dations. Ask “for 
free ‘Guide-Map" 
of N. Y¥. C. 


Beware of Imitations 








the same customer was not at all un- 
usual, 

This type of shoe was by no means 
limited to wear on the beach. It was 
seen everywhere. It stepped out of hand- 
some cars in the smart shopping sec- 
tions just as blithely as it went walk- 
ing with its boy friend on the maid’s 
day out! 

Women at play, women at work in 
their own homes spend a large part of 
their Summertime lives today in very 
simple, very unpretentious clothes. 
And these shoes that are also simple, 
but also colorful, attractive and com- 
fortable, fit into the free and easy spirit 
of a Summer day. 


Dramatizing Rubber Footwear 


A few weeks ago, one of the lead- 
ing rubber footwear manufacturers 
held a sales meeting. After spending 
much time, effort and money in de- 
veloping a well-styled line of shoes, 
their problem was this: How could they 
express to their sales staff the new 
scope of rubber footwear? How could 
they really put across the idea—first 
to the salesmen, then to their dealer— 
that here were shoes any woman would 








Rubber Footwear Steps Up 


[CONTINUED FROM PAGE 25] 


enjoy wearing and any store could sell 
profitably? 

They put on a fashion show to prove 
the point. They showed their shoes 
with every kind of costume for which 
they were appropriate. They showed 
beach clothes and shorts and slacks 
and play suits. They showed little 
morning dresses for around the house 
and around the garden, they showed 
sports dresses for tennis and golf and 
badminton. They showed simple after- 
noon dresses for bridge on a shady 
porch on a hot afternoon—for meeting 
friend husband at the train. They 
didn’t try to show their shoes with ex- 
tremely elegant ensembles, or for a 
bridal party, but they did dramatize 
Summer sensibly and logically as the 
play season and the play shoe as part 
of the picture! 

We are passing part of that fashion 
show on to you in the figure photo- 
graphs shown above. And we give you, 
in the shoe photographs, highlights of 
rubber footwear as it is offered for 
1936. These pictures can prove so 
much better than many words that 
these simple, inexpensive shoes, styled 
as they are today, belong in a Summer 
merchandising scheme. 


The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, 
features are virtually non-competitive. 
Men's and Women's Shoes. 


“cushion” and "nail-less" 
Send for our Catalog of 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 








ROHN NU: MATIC 
Cushioned iy Ieoes 









Sport Shoe Catalog 


United Shoe 
pany, St. Louis, has recently issued an 
attractive spiral-bound in-stock catalog 


Manufacturing Com- 


entitled “Headliners in Men’s Fine 
Sport Footwear, Spring and Summer, 
1936.” The catalog illustrates and de- 
scribes many smart styles in the com- 
pany’s newest line of men’s footwear. 
It is artistically designed and printed 
in color on high grade coated stock. It 
is intended to be used with the firm’s 
Fall (1935) catalog and new price 
list for the complete United in-stock 
line. 


Wise Shoe Company 


Sales Up 37 Per Cent 
New YorK—The Wise Shoe Co. re- 


ports evidence of greatly increased 
activity in the retail shoe field. For the 
months of January and February sales 
of the Wise chain increased 37 per cent 
over the corresponding months of last 
year. 

According to Lawrence A. Schoen, 
president of the company, the sales in- 
crease has been general over the chain 
and has been maintained during the 
first two weeks of March. Based on 
present indications the coming Easter 
season should be the best the Wise 
chain has had since 1929. 





An Aniline dyed heavy sueded leather 
for men’s and women’s sport shoes. 


SLATTERY BROS. 


a be} SOUTH ST. TANNING CO. 
BOSTON.MASS. SALEM. MASS. 


Eh 


Dancing and Bowling Shoes 


Cl eel 





BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
also a complete line of bowling shoes. 
Write for price list 
ROVICK THEATRICAL SHOE CO. 
Manufacturers 


325 W. Madison St. Chicago, tI. 








BALLET SLIPPERS 


Right and Left Lasts 


KS SHOE MFG. CO. 
ounnae ont Ritner, Philadelphia 
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Dancing Shoes and Taps 


Tap Slippers 
IN STOCK 


822x 828 
(McKay) BS id 


S Pat. 


SCHWARTZ & HERDER, INC., MFGRS. 
70-72 N. 4th St. Philadelphia, Pa. 








Shoe Mart Opens New Outlet 


MONTGOMERY, ALA. — The Mont- 
gomery Shoe Mart, opened here re- 
cently at 10 Dexter Avenue, carrying 
a line of men, women and children’s 
shoes at popular prices. The store is 
the twelfth in a chain operated in the 
South by J. Shapiro, of Augusta, Ga., 
and associates. 

H. and S. Bern are managers of 
the local store. 
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Old Bond Street 
Goes Fifth Avenue 


New YorkK—Herman Delman, presi- 
dent of Delman, Inc., returned from 
abroad last week and announced his 
plans for the opening of “Delman 
House” at No. 16, Old Bond Street, in 
London on the 15th of May. Before 


Herman Delman arriving in New York 
with two new additions to the Delman 
family. 


leaving England, Mr. Delman was made 
a director of H. and M. Rayne, Ltd., 
who were appointed this year under a 
royal warrant as shoemakers to Her 
Majesty the Queen, and Major Joseph 
Edward Rayne of H. & M. Rayne, 
Ltd., was made a member of the board 
of directors of Delman, Inc. 
“English women are eager for Amer- 
ican shoes, and we are planning to give 
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them a varied and unusual spring col- 
lection,” said Mr. Delman. 

White and Alom, famous interior 
decorators in London, are going ahead 
with plans for the furnishings and 
decoration of “Delman House.” The 
place will be done in Louis XIV period, 
patterned after the old Delman Salon 
on Madison Avenue. 

Mr. Delman brought back many new 
fabrics for his Fall collection, some of 
which were chosen at the Chinese ex- 
hibit in London. He considers the 
Chinese influence most important, par- 
ticularly from the point of view of col- 
or, which will appear very definitely in 
evening things, and will probably carry 
over into many of the daytime things 
for Fall. 


Announce Fall Line 


New YorK—The Soko Lace Co., Inc., 
manufacturers of high-grade _ shoe 
fabrics, announce the introduction of 
their new Fall Line. Abe Manheimer 
represents the company in St. Louis, 
Chicago and Milwaukee, Harry A. 
Wiechman in Ohio and Paul J. Quilty 
in New England. 

Stanley Sokoloff is general sales man- 
ager of the company with headquarters 
at 1410 Broadway, New York City. 


S. H. Palmer Co. Opens Chain 


MIAMI, FLA.—The S. H. Palmer Co. 
has branched out and is now operating 
a chain of shoe stores throughout the 
state, with plans for very largely in- 
creasing the chain. Operating under 
the firm name, “The House of Palmer,” 
four stores have located in Miami, and 
one each in Lakeland and West Palm 
Beach. To be opened in the near future 
are stores in Tampa, Orlando and Jack- 
sonville. 





Price Correction 


In the full-page advertisement of 
the Green Shoe Manufacturing Com- 
pany, which appeared on the back 
cover of the BooT AND SHOE RECORDER, 
issue of March 21, the transposition 
of two lines of type and the inclusion 
of an erroneous price have caused con- 
siderable bewilderment. The shoe, a 
plain toe blucher, is made in brown 
elk, black calf, patent, white elk and 
smoked elk. All but the smoked elk 


are made in three size runs—5 to 8, 
8% to 12 and 12% to 3. The smoked 
elk, No. 2623, is made in the first two 
size runs only—5 to 8 and 8% to 12. 
The price error was made in the larger 
size run—12% to 8—the price being 
erroneously printed as $1.40. It should 
have been $2.40. 


GREENFLEX No. 2626 BROWN ELK 
No. 2624 BLACK CALF 
No. 2629 PATENT 
No. 2620 WHITE ELK 
5 to 8...B to D....Spring heel. ..$1.80 
8/2 to 12...A to D....Spring heel... 2.10 
12, to 3...A to D....Rubber heel.. 2.40 


No. 2623 SMOKED ELK 
5 to 8 and 8! to 12 only 
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This important new development in shank con- 


struction has been thoroughly tested and is en- 


dorsed by leading manufacturers and retailers 


A special circular on UNISHANK will be mailed on request 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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Perpetual Inventory Assures an Increased Profit 
... and Lowers Your Insurance Cost... 
Recorder Stock Record Cards Supply a Perpetual Inventory 
































Do Business More Efficiently by Installing the Recorder Stock Record Card System 


| SEP ANTS SEY 7s ETE 
Helps you to “buy as you sell”—to know whether each shoe == 7? 5». State Street, Chicago, Illinois 


Gentiomen: 


° ° ° ° a ( ) Please sond mo samples and prices of your Stock 
is paying its way with a profit, to go light on slow movers, ind Daily Sales Card Record. 


to re-size frequently on wanted style and sizes. 





When writing advertisers please mention Boot and Shoe Recorder 
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Spring Floods and Their 
Aftermath 


[CONTINUED FROM PAGE 28] 


because these girls had no other foot- 
wear. The protection of galoshes was 
at least something for the moment, but 
in this modern period, there is no emer- 
gency footwear for such events. 

Nearly 10 years ago, when we had 
the floods in upper Connecticut and 
through Vermoni, progress toward re- 
covery was slow and hesitant. Today’s 
rapid means of communication, particu- 
larly by air, has shown us that in this 
high-speed civilization of ours, we can 
stage an amazing comeback. That is, 
indeed, the promise and the hopes of 
the moment. 








MERCHANTS NEEDS 





Get your copy of ‘‘Dancing 
Dollars.’’ An interesting and 
a folder t = 
men how to 
a very eniae 7 highly vofitable 
trade. Write SELVA & eqns. Ine., Dept. 
“B,”’ 1607 Broadway, N. Y 














Greater Profits! 


‘A perfect fitting shoe for every 
customer with «the 


DUNDE 
SHOE RESHAPING MACHINE 


Makes every cus- ni 
tomer’s shoe con- 

form scientifically 

to the feet and 
guaranteed to 

give entire satis- 
faction. 


ELIMINATES 
eens slipping at 


shoes gapping at X 
sides. 


DUNDE HAND IRON 


Raises vamp — removes wrinkles — straightens toe 
a width of all leather shoes—also has 
many more practical uses—can be operated by any 
poy lt ae Reshaping Machine and Dunde 
Hand Iron are recognized sales 

builder that lt dividends almost the first day you 


use 
‘SPECIAL COMBINATION OFFER 


Machine without 
Hand iron individually. . 


Machine rf Ba icy fron (complete) 
F.0.B. N.Y.C. $35.00 


DUNDE RESHAPING DEVICES, Ine- 
13 East 37th St. New York City 











1936 


Adds Boot Line 


Los ANGELES, CALIF.—The Chesney 
Shoe Co. are moving to larger quar- 
ters in the Grayco Building at 754 S. 
Los Angeles St. Some 15 numbers of 
the Kirkendall Boot Co. line will be 
stocked. These will include men’s and 
women’s riding and field boots, as well 
as several popular numbers in cowboy 
and Jodhpur boots. A line of boys’ 
boots will also be stocked. 

This firm carries several makes of 
men’s and boys’ shoes under its own 
brand, in addition to the “Trade Build- 
er” line. The Curtis-Stephens-Embry 
line of children’s shoes is stocked. The 
salesforce consists of D. S. Chesney, 
downtown Los Angeles; Charles Moder, 
north of Los Angeles; Jack London, 
territory to the east and south of the 
city, while A. W. Hansen acts as inside 
salesman. 5 


Children's Colored 
Sandals Active 


Los ANGELES, CALIF.—Open toe san- 
dals for children and misses are show- 
ing remarkable activity this Spring 
reports the Jayson Shoe Co. This busi- 
ness is said to be easily double that of 
last year: While all colors are moving 
along, the novelty leathers, such as all 
solid colored patent leather and com- 
binations of colored patent leather, are 
showing real sales speed. 





MERCHANTS’ NEEDS 


Patent Leather 


Ins surance 





SOFTENING CREAM 
Gee a jar with each pair of 
patent leather shoes to en- 
sure satisfactory service. A per- 
fect dressing and preservative 
for patent leather of any color. 
Softens the leather and length- 
ens the life of the shoe. 
An Everett & Barron Co. 
Quality Product 


verett & Barron (0 


PROVIDENCE, R.!#. TORONTO, CAN. 
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S66 6 a 


Pumps in Stock 


Re ee ee 





THIS 
STICKER 


goes on 
98% of all 
invoices for 


Opeca Star Pumps 


17/8 SEAMLESS 
pot ny! ts 


2 Black SSeby 
Jalf 








20/8 SEAMLESS 
6421—Black Patent 
1221—Blue Kid 
7421—Black Baby Calf 
1321—Brown Kid 
5421—White Grain Kid ~~ Kid 
8421—-White Crepe 3s White Grain 
1021—Black Crepe Kid 
20/8 D'ORSAY 
6433—Black Patent Round Toe 
AAA-C, 2 to 10 
IN STOCK $3.25 


GREGORY & READ CO. 


LYNN MASS. 








To Enlarge Shoe Department 


SANTA Monica, CALIF. — Campbell’s 
Store for Men plans to enlarge its shoe 
department. An adjoining room is to 
be added to the space now used, a move 
which will give the men’s shoe depart- 
ment three times its present space, says 
manager L. J. Ahlstrom. A _ healthy 
increase in volume, particularly in the 
better grades, necessitated this move. 
The management looks for the best 
Spring and Summer business experi- 
enced in its history and is planning the 
store’s stocks accordingly. 





MERCHANTS’ NEEDS 








Dr. Pyle Foot Oscillator 


improves impaired or sluggish circulation by imparting 
to the soles of the feet soothing, invigorating oscilla- 
stimulates nerve 
increases cir- 
the feet; 


tions ; 
terminals ; 
culation of 
breaks up adhesions. 
Brings to your customers 
INSTANT foot relief. 
Makes fitting easier and 
quicker. Steps up sales 
and prestige. Now in use 
by leading department 
stores and_ retailers 
throughout the country. 
Full details on request, 




















“Improved DELUX MODEL.” 
Qearetine Costs, less than 1¢ an hour. No. 110 Volt 
A.C. Can be operated by Customer or clerk. Federal 
Housing Adm (Approved. ) 
$60. 00—Freight Pr. Pd. U.S.A. 
$10.00 down, $4.39 Pr. Month, 

Sold on satisfaction or money refunded Guarantee. 
Vi-Ped-Ex aa iy 63 Chamber of Commerce Blidg., 
Los Angeles, California. 

Manufacturers. 
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CLassighed andl Want A 





SALESMEN WANTED 


SALESMAN WANTED 





ANTED: Salesman now calling on Shoe 

Store Trade, to carry the finest line of White 
Shoe Cleaner on the market. This we can 
prove. Prices right—Strictly commission, but 
good. Answer by letter. Address E-674, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


WANTED: Salesmen to carry line Infants’ 
Prewelts and Men’s Beach Sandals, com- 
The Kepner Scott Shoe Co., 





mission basis. 
Orwigsburg, Pa. 


ALESMEN wanted by factory making pre- 

welts, stitchdowns, and growing girls’ sport 
McKay welts. Commission basis. Side line 
salesmen not wanted. Give references and full 
details in replying. Address E-619, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








WANTED 


Experienced shoe salesmen with established 

following to represent a specialty featured 

line of men’s and women’s welts. Choice 
territories open. Apply at once. 


ROHN NU-MATIC SHOE CO. 
512 W. Florida St., Milwaukee, Wis. 








We manufacture women’s semi- 
dress, corrective type shoes to re- 
tail for 3 and 4 dollars and would 
like to get in touch with 3 or 4 re- 
liable men who can carry our 
shoes with their present line, pro- 
viding it does not conflict. 


Please describe yourself, the line 
you are now carrying, and the ter- 
ritory you are covering. 


THE GROSSMAN SHOE CO., INC. 


PARKERSBURG, W. VA. 


[F you are a hustler and recognize genuine 
opportunity, we have a limited territory still 
open selling THE DR. PYLES FOOT OSCIL- 
LATOR to shoe stores, dept. stores and foot 
specialists. Big commissions and leads furnished. 
Must be able to finance demonstrator, with 
money back guarantee, give references and 
selling experience in replying. Vi-Ped-Ex Co., 
Mfrs., 63 Chamber of Commerce Bldg., Los 
Angeles, California. 


W ANTED—Experienced salesmen to handle 
on commission line of Women’s Arch Shoes 
retailing $4.00 and $5.00. 50 patterns carried 
in stock, factory proposition, give references. 
Territory open—Virginia, North Carolina, Indi- 
ana, Connecticut, Missouri. Address E-677, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








ALESMAN-—-Man with exceptionally strong 

personality to assist regular salesmen open 
large accounts with newest comfort feature in 
women’s McKay Shoes. Position pays salary 
to man who has real shoe knowledge and can 
sell big operators. Be sure of your qualifications 
before answering this ad. Give age, experience 
and references. Address E-691, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


ALESMAN wanted by largest slipper manu- 

facturer in America. Stock proposition for 
Connecticut, New Jersey, New York State. 
Commission basis only. Men selling women’s 
novelties preferred. Address E-692, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


ATIONALLY known Western manufacturer 

wants experienced salesman to sell popular 
in-stock line of men’s fine shoes retailing $5.00 
and $6.00—in metropolitan Chicago—commission 
basis. Applicants must give experience, nation- 
ality, age. Address E-693, care Boot & Shoe 
Recorder, 299 South State St., Chicago, Tl. 











SALESMAN to carry ladies’ soft-soled slippers 
as side line on commission basis. South and 
Coast. Address E-694, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





WANTED TO LEASE 





F, XPERIENCED salesman now covering New 
England with women’s high grade line is 
making a change April first. Have been selling 
the best trade in New England for years. Want 
reputable line popular priced men’s and women’s, 
also novelties of any kind. Address E-683, 
care Boot & Shoe Recorder, 140 Federal Street, 
Boston, Mass. 


MANUFACTURERS’ AGENT wants factory 

line shoe laces to sell jobbers in Pacific 

Coast States. Address E-696, care Boot & Shoe 

le 239 West 39th Street, New York, 
HS 








T ONCE, TEXAS—Snappy in-stock women’s 

novelties, $2.00 to $4.00 sellers. Now repre- 
senting non-conflicting line same territory. Ad- 
dress E-695, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





POSITION WANTED 








Available Now 


The services of a well known 
and competent salesman of 
women’s shoes. Experienced 
in popular priced and better 
grades. Possesses good sell- 
ing record with best accounts 
in central West. 
Address E-697, Care 


BOOT & SHOE RECORDER 
209 South State St., Chicago, Ill. 























ESTABLISHED Spat Manufacturer has good 
territories open. Liberal Commissions to 
salesman with following among Retail, Depart- 
ment Store, Wholesale buyers. Reference and 
full details. Address E-682, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 


N. : 


ALESMEN WANTED—Children’s prewelt 

shoes. Popular priced and highly competi- 
tive line, sizes 2 to 9. Territories open in 
Michigan, Wisconsin, Indiana, Iowa, North 
and South Dakota, also far West. Address 
E-680, care Boot & Shoe Recorder, 209 So. 
State St., Chicago, Ill. 


NEW patent adjustable hard rubber Arch 
Support just out, a trade builder for dealers. 
As a side line, 15 per cent commission. Peter- 
son Company, 411 Park Ave., Council Bluffs, 


Towa. 











WANTED TO LEASE 


MEN’S SHOE 
& HAT DEPTS. 
in principal New England cities. 
We will pay from 
10% - 20% 
depending on type of store 


Leased Dept. WALMAR, INC. 


Operators 51 Empire St. 
in New Eng. Providence, R. I. 














BOOKKEEPER, OFFICE MANAGER, highly 
efficient, fifteen years’ practical experience 


in shoe factory. Phone Topping 2-1982. 





ALESMAN, selling chain, jobbers and de- 
‘/ partment stores wishes to connect with manu- 
facturer. Address E-698, care Boot & Shoe 
a aaa 239 West 39th Street, New York, 





AGENTS WANTED 


DISTRIBUTION RIGHTS AVAILABLE— 
The representative of the manufacturer of 
Dr. Pyles’ Foot Oscillator is looking for reliable 
INDIVIDUALS OR FIRMS for agency and 
distribution rights in New England, South 
Atlantic, Middle Atlantic, East South Central, 
and West South Central States. General knowl- 
edge of retail shoe trade necessary. Substantial 
profits possible on small capital investment, due 
to rapid growth of business and sales possibili- 
ties. Write for details. VI-PED-EX COM- 
PANY of N. Y., 13 East 37th Street, New 
York, N. Y. 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 


7 cents per word. Minimum charge, $1.25. 


mum charge 75 cents. For all other classified advertisements the rate is 
In all other cases each word of the 


When a box number is desired twelve words should be added for the address. 
address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
I> Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seg 




















BOOT AND SHOE RECORDER, March 28, 1936 





Page 71 





POSITION WANTED POSITION WANTED 





BUSINESS OPPORTUNITY 








To a Manufacturer 
Selling Independents: 


The Recorder knows a man who can help solve your 
distribution problem 


This man and his record are well known to us. For twelve years he has 
been in the intimate councils of a large shoe manufacturing organization 
which is doing a splendid job in protecting its interests against inroads made 
by chain organizations. The man is available. 

We have not only watched his work, but have on many occasions ex- 
changed views with him. He has a clear picture of the shift taking place 
in types of outlets and sources of supply, plus practical knowledge on how 
a manufacturer may meet the situation to his advantage. 

The man also has a wide experience in sales training, advertising, promo- 
tion and merchandising. 

If you would like to know more about this man, write to: 


EVERIT B. TERHUNE, President 


BOOT AND SHOE RECORDER 
239 West 39th St., New York, N. Y. 














SALES MANAGER WANTED SALES MANAGER WANTED 








FIELD SALES MANAGER 


Strong personality, acquainted with the better retail salesmen as well as job- 
bing salesmen, to cover northeastern states for general line shoe house; must 
have broad experience and know good men when he sees them and be in 
position to hire strong general line salesmen. 
ADDRESS E-690, CARE BOOT & SHOE RECORDER 
1627 LOCUST STREET, ST. LOUIS, MO. 




















NOTICE NOTICE 








To Shoe Merchants and Manufacturers 


The Shoe Club of New York has formed an employment bureau for 
members and non-members of the Club who are looking for new positions or 
who may have a position open in factory or store for some reliable man. 

The Executive Secretary’ 's office of the New York Shoe Club has been instru- 
mental in the past in placing many good men in responsible positions, and . 
you are now looking for an executive, a buyer, merchandise man or if as 
manufacturer you need a good salesman, don’t hesitate to contact this office a 
once. 

There are many men of just the type you are looking for on our list. 

Address F. J. Murray, 
Executive Secretary, 
The Shoe Club, Inc., 


Hotel McAlpin, 
New York City. 




















MERCHANTS’ NEEDS MERCHANTS’ NEEDS 








DISPLAY ® 
IXTURES 


Again SEGALL & SONS Toke 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs at Prices You 
Will Find Most Agreeable. 
A special folder, has 


been prepared. Please ask 
_ us to mail you a copy 


SEGALL & SONS 


923 Arch St., Philadelphia 


Pouy SHOE 


OLDER. 
Pat. Pending 
Fad ep os arch ouapert shoes, 


shoes and fibre sole 
ys pt in the correct up- 
right ‘pesition: Occupies little space. Almost 
invisible when in use. Will not fall over. 
Used for Men’s and Women’s shoes. 

$3.00 per dozen $1.65 per /2 dozen 
- POLLINGER CO. 


Holland Buitaing St. Louis, Mo. 


sh vonees 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 














WANTED TO PURCHASE 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality. Bos- 
tonians. Stetson. Red Cross. Nunn Bush, Ete. 

IRVIN RUBIN 

“The House of Jobs’’ 

S89 Reade St. Cor Church 

Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 


We will buy surplus or entire nang of shoes 
from manufacturers, jobbers or retaile 


QUANTITY No OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 
Wanted: Red Cross, Florsheim, Arch Preserver, 
Enna Jettick, etc., Nunn-Bush, Bos- 
tonian, Walk-Over, etc. 


BARIS SHOE COMPANY, Inc. 


79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 

















MERCHANTS’ NEEDS 








NATIONAL BOWMAKERS 


PRESENT 
The first showing of 
this leather trim bow. 
All colors and combina- 
tions. D. DRATMAN 


44 N. 4th St. 
Philadelphia 











SHOE STRETCHER 


VAMP RAISER and LENGTHENER 


Should be in every shoe store. Relieves and permanently 
corrects tight-fitting shoes. Raises vamp from throat te 
tip. Lengthens too short shoes. Made of best and toughest 

le steel, nickel plated. For sale by shoe Sadiogs 
bers and wholesale — houses everywhere, or send 
your order direct t 





$5.00 COMPLETE with 8 sizes 


NU-WAY SHOE STRETCHER CO. 
4367 m Ave. St. Louis 
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April Fool 


I rather shrink from April, 
By long tradition led. 
She always comes and places 
A dunce-cap on my head. 


She dresses me in colors, 
And decks me out with bells. 
I do not like the notion 
Of what the outfit tells. 


I wear it, shamed and troubled, 
Until the close of day. 
Then she returns, and soothes 


me, 
And takes them all away. 


The fool’s age-honored symbols, 
Amusing they appear. 
Still, I’m a little wiser 
To wear them once a year. 
Clarence Edwin Flynn. 





Paris Salon Planned 


BALTIMORE, Mp.—Enzel of Paris, 
Inc., plans to open at an early date 
one of this city’s most modern women’s 
shoe salons at 305 West Lexington 
Street, in which Paris styles in women’s 
footwear will be featured exclusively. 
Extensive improvements are being 
made to the building, which formerly 
housed the shoe shop of the O’Neill & 
Co., department store. The department 
store concern several months ago re- 
moved its shoe shop to a second floor 
location in its main store. When for- 
mally opened Enzel’s will make a dis- 
tinctive contribution in the exclusive 
women’s shoe field to the heart of 
Baltimore’s shopping district. 





Retailers Elect Officers 


Des MoINEs, Iowa—At a recent meet- 
ing of the Des Moines Retail Shoe 
Dealers association, D. M. Dwyer, man- 
ager of the Walk-Over Boot Shop, 614 
Walnut Street, was elected president 
of the association, R. J. Severson of the 
New Utica Clothing Co., shoe depart- 
ment, vice-president and Joe Greller of 
the same firm, secretary and treasurer. 





New Arnold Store Opened 


SPRINGFIELD, MAss. — The Arnold 
Shoe Company opened its new retail 
store at 1205 Main Street, corner of 
State, March 13. This concern was 
formerly located a few doors above on 
Main Street but increased business dur- 
ing the past year necessitated expan- 
sion. The store is tastefully decorated 
in black and cream and carries a much 
larger stock of men’s and women’s foot- 
wear than was possible in the former 
location. 

A feature of the new store is the 
“Kiddie Shoe Shoppe,” a department 
devoted to nationally advertised juv- 
enile footwear. B. Connell, the man- 
ager, has been in the footwear business 
for the past 15 years and managed 
several shoe stores in southern New 
England for a chain footwear concern. 
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Here’s an outdoor shoe which mothers appreciate for 





their long wear. And it makes them loyal to the store! 
The well-known Kali-sten-iks construction gives them an 
extra measure of in-built value, while the Allenite Tip 
gives them longer outside non-scuffing wear. No-patched- 
like appearance because this tip issmooth. “Kali-sten-iks” 
prove their profitable merits by aiding the merchant to 
build up a longer line of satisfied customers, thus being 
a real capital asset for the store. Write us if you are 
i seeking to do a better children’s shoe 


: business. 





In Stock 


No. 5127, Black Elk with No. 6115, Brown Elk with 


Allenite Tip. In Stock, Allenite Tip. In Stock, 
8% to 12, 12¥% to 3, A, B, 814 to 12, 121% to 3, A, B, 


C, and D. C and D; Also 344 to 8 
AAA, AA, A, B, and C. 








With Their Outstanding Features 







The Gilbert Shoe Co. 


THIENSVILLE, 





WISCONSIN 









New York: 541 Marbridge Building 









Los Angeles: Hayward Hotel 


PATENTEO 
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Hig as the Furey. 
7 


Clonial stels 


Whatever the color, Colonial is sure to have 















it. Its group of pastels is the most complete 
on the market, for included are jewel-like 
tones of greens, blues, lavenders, grays, browns, 
buffs, etc. Bright, clear colors they are. And 
they’re right colors. A steadily growing de- 
mand for them proves their right-ness. To be 
sure, Colonial also has a full color range of 
dark tones—and Sno-White, the only 
proved white patent leather. It all goes to show 
that ... whatever the color, Colonial has it. 


Colonial Tanning Company, Boston, Mass. 






COLOR: Colonial has the largest and most com- 
plete selection of authentic colors—30 in all, in- 
cluding Sno-White— any color you need for your 


J. P. SMITH Shoe of Colonial Patent new line of shoes. 





FOR THE BEST PATENT LEATHER SHOES 
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SHOPS 3 HOURS DAILY 


but SPAULDING COUNTERS give her Happy Heels 


Checking competitors’ prices all day long in Boston department 
stores, professional shopper Anne York makes sure that her 
shoes fit her and hold her feet correctly. She says, “I’ve bought 
several pairs of this make of shoe. For style, yes. And comfort. 
They’re the best I’ve ever worn because they really fit and hold 


their shape.” 


One reason why her shoes really fit is because the Spaulding 
Counters used in them are moulded on extremely accurate 
lasts. And they hold their shape because the dense, closely- 
knit fibre is resilient and strong enough to spring them 
back to their original form after each step. Small wonder 
that so many people find shoes made with Spaulding 


Counters so satisfactory! 





re. 


FAULDING 


Counters 


“Made tm North Rochester, N. H. 
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“I Hereby Sentence You, 
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THERES AN 


ENDICOTT-JOHNSON 


= 
, 


Product . i +@ IN-STOCK 


EVERY SHOE STORE 


IN AMERICA 














Ae REE 


200—Natural buckskin, nailed 
grain insole, extra weight composi- 
tion sole and tap, rubber heel, 









steel rim. Sizes 6/12...... $1.45 
406—Same in Boys’. Sizes 1/6 
206 $1.374/2 






405—Same in Boys’ with Black 
Elk upper. Sizes 1/6....$1.4742 
















206—Black Elk, nailed, grain in- 
sole, extra weight composition sole 100—Black wax, nailed, composi- 
and tap, rubber heel, iron heel tion diamond welt sole. Sizes 6/12 
rim. Sizes 6/12 ..........- $1.66 $1.22 


aN EDL OONM LOL eaNDIOIN 



















Endicott-Johnson Work Shoe. 
LIFE OF HARD LABOR.” 


—Avnp Endicott-Johnson Work Shoes have liter- 
ally nine lives, for they'll wear and wear and wear: 
and your customers will come back and get 
another pair and then another and another. 





This is the line that has built our business, while 
building the business of 50,000 retailers who are 
proud to sell the best work shoes made. 


In every respect Endicott-Johnson Work Shoes 
are truly Better Shoes for Less Money. 






















207—-Natural color retan, nailed, 
grain insole, full double oak sole. 
Paracord top, leather heel and 
heel rim. Sizes 6/12 . $1.90 


201—Same in Black retan, rubber 
heel, heel rim. Sizes 6/12..$1.85 


210—Same with oak leather tap. 
Sizes 6/12 . $2.10 


1158—Eskimo calf. arch seal 
quality, all leather Goodyear welt, 
leather lined vamp, heavy weight 
full double leather sole, leather 
heel. Sizes 6/14 ..........- $2.75 


1152—Same in Brown Elk, cap 
toe, unlined vamp, rubber heel. 
MMO/EE da nccsauducesess $2.65 





1153—Same in Black ....... $2.65 











2 eae 





34—Boys’ Black Elk, nailed, grain 
insole, oak middle sole, nomark 
outsole, Sizes 1/6........ $1.47 


oi, Same in Little Gents’. Sizes 
TUE tccnacecessccncesees $1.35 
411—Same with cap toe, oak sole, 
$1.65 


at 
- 


41 i Ue tame in LittleGents’. Sizes 
9/13% $1.50 






9—Black Elk, nailed, grain insole 92—Black Elk, nailed, composition 
oak leather, middle sole. Paracord diamond welt sole. Sizes 6/12 She eee S 
outsole. Sizes 6/12 ......... $1.55 $1.42 Sit + eee eee Tee 
8—Same_ with tan elk uppers. 1080—Black Elk. Goodyear welt, 
OE A ccd cdcccdceches $1.55 grain insole, caulk welt, Paracord 
106 Black. Elk, natled, grain in- sole. Sizes 6/12....cc.c0. $1.87 rae 
sole, double oak sole an eel. 1068 — Same in Tan Elk, full 
220— Extra weight dark Elk, y 
nailed, tal ramp, a leather yet pn — Scueeecene : 77/2 double fo wale, oak heel. .$2.1742 
Ta heavy full leng oak m '—Same with cap toe, leather ‘ I—s: 
die sole and Paracord outsole. heel. Sizes 6/12 ........ $1.82. eo ae ae i ie 
GONE poacccccerscas $1.87 7 






102—Same in retan, no top bind- 
ing. Sizes 6/12 .........0.. $1.80 





22i—Same in Black...... $1.874/2 


ENDICOTT, NN xewSonk 
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STRIKING IT RICH 


Ore Versus Or 



















You won't strike it rich following 
the overworn trails to sales . .. The ore that 
pays out takes searching out. Striking it rich 
in shoe sales is a condition that requires you 
first to be a patient, persistent prospector. 
Are you going after the ore that represents 


the richest trade vein in the shoe world— 


OF ALL SHOES . 
SOLD IN SHOE or are you still unaware that 85% of the 


STORES AND SHOE 
DEPARTMENTS ARE 
SOLD BY SUBSCRIBERS OF 


700 millions, annually, spent for shoes is 
audt 6. oul spent by the shoe store and the shoe depart- 
RECORDER ment readers of 


boot and Shoe Kecotdle 


The Great National Shoe Weekly 


A Chilton Publication 


® 
SET A NEW SALES PACE WITH SALES SPACE IN BOOT AND SHOE RECORDER 
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y= probably use advertising of 
some sort to increase your busi- 
ness . . . special sales, handbills, 
newspaper advertising. But there’s 
one way to advertise your business 
that often out-pulls any of these 
other forms . . . and that’s with 
your store front! It’s a large, eye- 
catching display space. And if it’s 


chandising to all who see it. . . and 


a modern Pittco Store Front, it’s a 
permanent advertisement that really 
pays. For it carries a definite mes- 
sage of quality footwear, of prompt 


saneccpenat seb sh kas nae 


invites potential customers to come 
in and buy. Our staff of experts will 
gladly cooperate with your archi- 
tect in building you a Pittco Front 
like this. So act now to boost busi- 


4 service and progressive shoe mer- 


Listen to the “Music You Love,” superbly rendered by the Pittsburgh Symphony Orchestra and distin- 
guished guest artists every Thursday at 8:00 P.M.,E.S.T.,over NBC-WJZ Network and associated stations. 


| T T C 07. PITTSBURGH PAL nT 
PRODUCTS 
a RE FRONTS. reuisnes p PLATE 
i guilel. foun ; > : 
PRopucTs oF 
PITTSBURGH 
PLATE GLASS COMPANY J 











FOR A FEW DOLLARS A MONTH 


You can make your Store Front 
a Permanent Advertisement! 


' 
' 
' 
' 
' 
' 
' 
' 
‘ 
' 
' - 
1 Name 
' 
' 
' 
' 
' 
' 
' 
‘ 
' 
' 
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These pictures show how the Shoe Mart, in 
Winfield, Kan., looked before and after being 
remodeled with a new Pititco Store Front. 
Which store front is the better advertisement 
for the merchant ... the old one or the new? 


ness and fatten profits . . . remodel 
with a new Pittco Store Front. 


Pittsburgh Time Payment Plan 


You can now take 2 years to pay 
for your new Pittco Front! Merely 
make a 20% down payment, and 
then pay the balance in easy month- 
ly instalments at low F.H.A. rates! 
Send the coupon below for complete 
information, and for our book on 
store fronts and interior painting. 


Pittsburgh Plate Glass Company, 
2126A Grant Bldg., Pittsburgh, Pa. 

Please send me, without obligation, your 
new book entitled ‘‘How Modern Store Fronts 
Work Profit Magic” 






BEVEOt cn cccvgecvvcccevccssccosccsvescvds 
CHEF 2c ccc vcescccoccens BERS cccccccscces 

I am [J am not [J interested in the Pitts- 
burgh Time Payment Plan. 
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EVANETTE SUEDE..TANNED OF SPECIALLY SELECTED SKINS 
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ic THISTLEN QIN 


Evanette is soft. And it’s also smooth — and 






it’s also tough. Tough as rawhide. For a skin 






of such fine texture, it has remarkable strength 






and workability. Then, too, Evanette has an 










excellent color penetration, a uniformity of 
tone, whether the dye is brown, black, white, 


or the other shades. Briefly, Evanette has what 





it takes to make the best shoes. Many retailers 


and manufacturers (and the finest names among 


them) will handle no other 





suede.JohnR.Evans yi 
andCompany, if 
Camden, N.J. 


Cvans kid 


HE KID WITH A DEFINITE SALES INFLUENCE 









INS 
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Ordinary wood heels on women’s 
frequently break or split, sometimes 

the heels are weakened by careless nai 

of new lifts, and every store owner or man 
ager knows that costly adjustments and dis- 
satisfaction follow when heels are broken 
from any cause. 


FITZ-ON 


Other protitable features 


of FITZ-ON heel tops 


In one group of shoe stores 26% of 
the women coming back for refills 
bought other merchandise — which 
means added profits. 


The economy and convenience of 
FITZ-ON tops will often enable you 
to close sales that would be other- 
wise lost. 


Women who wear shoes with FITZ- 
ON tops are satisfied customers. 
They can keep their shoes neat and 
trim with little effort. 


Shoes with FITZ-ON tops bring new 
prospects into your store — and 
make them regular customers. 


S 


RENEWABLE 








Heels equipped with FITZ-ON renewable tops will not 
break or split. Nailing on of new top-lifts is entirely 
eliminated and the tubes into which FITZ-ON tops are 
inserted insure a permanent strengthening. 

Shoes with FITZ-ON tops appeal instantly to women, 
because . . . with an ordinary kitchen knife, at home .. . 
worn top-lifts can be quickly and easily replaced with new 
ones (refills), bought from the shoe dealer. Already 
hundreds of thousands of pairs of shoes with these re- 
newable tops are being worn. 

You not only make your normal profit on each pair of 
shoes you sell equipped with FITZ-ON renewable tops, but 
you enjoy an additional profit on each pair of refills 
because the customer comes back to your store to buy the 
refills, And when she comes, you can often sell her 
hosiery, accessories, or new shoes. 


We are making it easy for the manufactur- 
ers of the shoes you sell to equip them with 
FITZ-ON tops. We'll be glad to go into 
further details with you and the makers of 
your shoes. 
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| PATENT IN THE SPRING 


They sing of Paris in the Spring, but this year in America 
Springtime will be glorious and glamorous, too. Patent 
leather... . most youthful and flattering . . . 
the unrivalled favorite. And the best name for 


patent leather, as you know, is Seton! 


























“KNOWN AS THE SAFEST” LEATHER COMPANY 
BLACK and COLORED PATENT NEWARK, NEW JERSEY 


Cite 
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J.W. BECKNER 


A view of the Shoe Department 


“FLORSHEIM IS PRODUCING 
THE PREMIER SHOE” write 
Kellogg Drake & Co., Galesburg, Ill. 


If experience is the best teacher, impressive evidence is made available 










by Florsheim dealers regarding the saleability of Florsheim Shoes for 


Women and the satisfaction they give their wearers. Take Kellogg TO RETAIL AT 





Drake & Co., as an example—they say: “The more shoes we see and § 75 
the more customers we fit, the more we are convinced that Florsheim s] 0) itis 
UP 


is producing today the premier women’s shoe. Our experience has 





been that Florsheims produce more repeat business, in their price 
range, than any shoe we have handled.” Direct testimony of this kind 
cannot be discounted. Therefore, if you are dissatisfied with your 


quality line, or if there is a place in your store for high-grade women’s 





footwear, we suggest you let our representative call on you. A word 


The Highland, W-250, in brown and 


from you will bring him. beige reverse calf; also “in stock” in 
? blue, grey, brown and white. a 


THE FLORSHEIM SHOE | 





for Women 


THE FLORSHEIM SHOE COMPANY e Manufacturers e CHICAG® 
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